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E ARE AGAIN ENTERING THE 
season of the year in which 
a sense of good will gener- 


ally predominates in our feelings 
toward one another and _ our 
thoughts turn to a renewed appre- 
ciation of home and loved ones. 


It is, by the same token, that 
season of the year when vacant 
chairs at the family table bring a 
surge of memories and an added 
twinge of sadness. But even here 
there is apt to be a consciousness 
of well-being—and the kindliness 
which is in the very air we breathe 
makes the Christmas Season a time 
of relatively greater happiness for 
the opportunities it gives us to 
bring happiness to others and to 
share the happiness of those about 
us. Moreover, it is a season of mem- 
ories and of anticipation, and those 
for whom the present is difficult 
have always the past and the future 
to contemplate and enjoy. 


A Cross Fire Of Human Kindness 


All of this seems to lead quite nat- 
urally into a consideration of what 
might be done to extend the length, 
breadth and depth of what we know 
as the Christmas Spirit, both as it 
affects human relations generally, 
and, more particularly, as it affects 
human relations in business. Where 
does it come from, and why does it 
affect us as it does? My theory about 
that, as far as its secular aspects 
are concerned, is simply that our 
particular segment of humanity, at 
this season of the year, is inescap- 
ably caught in a cross fire of human 
kindness. There is so much of it on 
every hand that we couldn’t side- 
step it if we tried. 


Banks and bankers have come in 
for their full share of it, on both 
the giving and the receiving ends. 
The heart-warming 
their own efforts to-manifest the 
good will that is in them generates 
more and more of the same. Kind- 
ness begets kindness in a chain re- 
action that extends more or less in- 
definitely into the weeks and the 
months that follow. 

It is perhaps unfortunate that the 
year-end follows so closely on the 
heels of this season of good cheer. 
The preparation, perusal, contem- 
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response to 


Frum Where We Siat.... 


plation and discussion of numerous 
reports, together with the return to 
all of the oid routines, aren’t uni- 
formly conducive to a congenial 
frame of mind, and are all too 
likely to crowd out much of the 
afterglow of the life-renewing ex- 
periences of the season just past. 


But not all of it. There is abun- 
dant evidence that bankers are 
carrying over into all the rest of the 
months of the year, and, to a con- 
stantly increasing extent, from one 
year to the next, just the kind of 
human kindness and goodwill that 
characterizes the Christmas Season. 
They have learned long since that 
it is more fun to do business in that 
atmosphere than in one in which 
eyes grow hard and noses turn 
blue. They have learned, moreover, 
that it pays—that the principle that 
kindness begets kindness operates 
both in and out of season. They have 
come to recognize it as the basic 
premise upon which every really 
worth-while and enduring public or 
staff relations program must rest. 


Henry Drummond put it this way: 
“TI often wonder why it is that we 
are not kinder than we are. How 
much the world needs it! How 
easily it is done! How instanta- 
neously it acts! How infallibly it is 
remembered!” 


Improved Understanding The Need 


That’s a good question for us all 
to ponder. We know that kindness 
is just as good as cussedness is bad, 
and we know that the more of the 
former and the less of the latter we 
can somehow manage to generate in 
ourselves and encounter in others, 
the happier and more prosperous 
we’re going fo be. We know, too, 
that no two opposite emotions can 
occupy the same consciousness at 
the same time, and that there can’t 
be much kindness where there is a 
lot of distrust and suspicion. We also 
know that distrust and suspicion can 
be dissipated only by improved un- 
derstanding. 

Bank staff publications came to 
my desk from all parts of the 
country, and it is in them that the 
philosophies underlying the policies 
of banks are really laid bare. They 
are filled with evidence of a con- 








stant and diligent quest for im- 
proved understanding, both on the 
part of the staff and of the public, 
of the fact that the bank’s attitude 
toward them is one of helpfulness. 
There is also much evidence, both 
in these publications and in the 
record generally, that banks are 
constantly striving for a better un- 
derstanding of their public. 


How Walls Are Built 


So perhaps these comments made 
by Frank W. Abrams, chairman of 
the board of Standard Oil Company 
(New Jersey) in the course of a 
discussion before the Board of Trus- 
tees of the Committee for Economic 
Development, of which he is a mem- 
ber, aren’t too much to the point: 

“It always amazes me when I 
consider how many of the leaders 
of business and industry today 
have come from very humble 
circumstances. Most of the people 
I know in high positions were not 
only born barefooted, but many 
of them stayed that way for some 
time. 

“But it is true—and I think we 
can see it everywhere—that as 
success comes and men rise to 
positions of responsibility, they 
start going to the same clubs, 
talking to each other, playing 
golf in the same foursomes, mak- 
ing speeches to each other (as we 
are doing here) and generally 
building a wall around them- 
selves. Perhaps our _ business 
leadership needs to go back to 
school to relearn the art of know- 
ing all the people.” 

This quotation is used with the 
hope that it will prove reassuring to 
those whom it does not fit, and help- 
ful to those who find it does. 

Another reading of Dickens’ “A 
Christmas Carol’ is suggested with 
the same thought, except that there 
you’ll have both the old Scrooge and 
the transformed Scrooge by whom 
to judge the kind of a job you’re 
doing in the whole field of human 
relations. 
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/ Editor 
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A Backward Glance—And 
A Look Ahead 


Our January issue will contain an 
index of the contents of all 1950 is- 
sues of BANKERS MONTHLY, carefully 
classified in such a way as to facili- 
tate reference to these issues for 
helpful information on a wide range 
of banking subjects. 

Also projected for publication in 
our January issue is a year-end sur- 
vey of books important to bankers, 
as developed by members of the 
Financial Division of the Special 
Libraries Association. 

As we attempt to look ahead into 
1951, we see enlarged opportunities 
for service to the bankers of the 
country. The critical times confront- 
ing us all will demand the utmost in 
operating efficiency, and the highest 
regard for the accuracy, promptness, 
courtesy and fidelity with which ‘the 
banking needs of the customers of 
our banks and our people generally 
are met. Economy in the use of ma- 
terials and manpower will probably 
prove to be more important than 
ever before in our history. 

The intelligence and understand- 
ing with which the economic im- 
plications of impending events are 
built into our programs and policies 
could have a very important bear- 
ing, both upon the individual and 
collective welfare of the banks of 
the country, and upon that of our 
people as a whole. 

BANKERS MONTHLY will do its ut- 
most to make 1951 a year of meeting 
problems with answers—of render- 
ing a little less difficult for its 
banker friends what promises as this 
is written (Monday, November 27th) 
to be a stretch of very tough going. 
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Gipeusuced peuple and moden machines 


People—courteous, well trained and efficient—have made Chase the bank 
it is today. Behind these experienced officers and employees, is 

the most modern bank machinery available. People and machines combine 
to produce fast, well-rounded service for Chase correspondents. 

Chase is a banker’s bank, with the personnel, experience, and 
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equipment to serve correspondents around the clock. 
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Every Farm 
ls A Factory 


A good farm program is one 
that recognizes this simple fact— 
that improved methods and tech- 
niques, applied with intelligence 
and industry, will increase the 
profits of the farm just as surely 
as they will those of the factory. 


By CORDELL , TINDALL 


Associate Editor, Missouri Ruralist 


EVERAL YEARS AGO a_ group 
of Missouri county agents 


were discussing bank-spon- 
sored contests for farm families. 
“Why don’t the farmers have a 
contest for banks?” asked one agent 
wryly. I wonder how many banks 
would like to compete in a contest 
conducted by farmers for the pur- 
pose of selecting the best “country 
bank” in the state? 

At about the same time, the 
banks of St. Joseph received much 
favorable publicity by offering to 
make loans on a long-time, low- 
interest basis for soil conservation 
work. It seemed like a great idea 
and the banks felt that they were 
offering a valuable service to their 
farmer-customers. The last I heard, 
not a single farmer had made ap- 
plication for such a loan. 

In the last 12 years my work has 
taken me to many meetings of small 


town businessmen. How often I have 
heard them say “We ought to be 
doing more for the farrners!’”’ Then 
full of enthusiasm, they would plan 
a contest to select the “best” farmer, 
or fall back on staging a fall festival 
or fair. 

Now, I do not question the sincere 
desire of town businessmen to help 
the farmer. The heart is in the right 
place, and that desire is all to the 
good. Moreover, I’ve seen consider- 
able evidence that businessmen in 
general and bankers in particular 
are realizing increasingly the very 
important role that farmers play in 
most American communities, and 


7 


DECEMBER 1950 


the wisdom and propriety of wooing 
the farmer-customer. But what type 
of program will show the farmer- 
customer that he has the friendship 
and complete goodwill of the 
banker, and, at the same time, do 
something quite definite and posi- 
tive toward improving the quality 
of his farming; hence, his situation 
generally? 

BANKERS MONTHLY has asked 
me to report on some of the out- 


Photo: R. G. Morris, Vandalia, Mo., has set an 
example of how to build soil fertility through 
use of legumes and commercial fertilizer. Re- 
sults have been amazing, as with this corn that 
made more than 100 bushels to the acre. 
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standing programs carried out by 
banks in Missouri. Because my pub- 
lication has always had a keen in- 
terest in the subject of rural-urban 
relationships, I have, for some years, 
observed very closely every devel- 
opment in that field. I have noted 
particularly the progress which 
banks have been making in their 
efforts to strengthen and stabilize 
agriculture, both at the community 
and at the state level. The following 
comments will serve to highlight a 
few of the agricultural programs of 
country banks which are typical of 
a great many more. 


In general there are two kinds of 
agricultural programs in which 
bankers are interested: those spon- 
sored by banks themselves and 
those sponsored by various civic 
organizations in which bankers play 
a prominent role. It’s not really im- 
portant who sponsors the program— 
it’s results that count. I’ve observed 
that when I find a sound, successful 
agricultural program in a com- 
munity, I find the progressive 
bankers of the community taking an 
active part. 


The Farm, Too, Is A Factory 


Down through the years, the busi- 
nessman, as a general proposition, 
has gotten excited at the prospect of 
getting a new factory for his town. 
He could readily visualize the new 
payroll and the many benefits it 
would bring to his community. 
That’s still pretty much the way it 
is, but more and more Missouri 
businessmen, including bankers, are 
coming to realize that the farm, too, 


is a factory. Viewed from this per- 
spective, a good farm program is one 
that recognizes this simple fact— 
that improved methods and tech- 
niques, applied with intelligence 
and industry, will increase the 
profits of the farm just as surely as 
they will those of the factory. 

And no fagtory brought in from 
the outside can match the contri- 
butions to economic and social sta- 
bility and a generally wholesome 
environment that will flow from the 
considerable number of food fac- 
tories dotting our agricultural areas, 
more commonly known as farms, if 
they are operated with @ due regard 
for all of the rules essential to the 
profitable manufacture of other 
products. 


Trained Agriculturalists In Banks 


Several Missouri banks have em- 
ployed trained agriculturalists for 
field work—and to their profit. More 
important, Missouri bankers them- 
selves are now better informed on 
modern farming methods and cur- 
rent problems faced by farmers. 

Moreover, as I travel over the 
state I find many Missouri bankers 
operating farms and doing a fine job 
of modern farming. Such a banker, 
it seems to me, is in the best possible 
position to make highly constructive 
and helpful suggestions to the 
farmer seeking credit and advice. 

This summer I was driving along 
a country road with a farmer friend 
near Golden City. We passed a farm 


that stood out in the community. 
The wheat, a new variety, was waist 
high and looked mighty pretty. Red 
clover was blooming, the fences 
were neat, and I could see part of a 
well planned system of terraces and 
grass waterways. The entire farm 
had that shining look that comes 
only with good farming practices. 
I asked who owned the farm. 

It belonged to the banker in town, 
George Kolterman. The next day I 
looked him up and he took me out 
to still another good farm. There I 
saw the best stand of a new grass, 
alta fescue, that I have ever seen, 
a fine herd of dairy cattle, and more 
evidences of good farming. 

I learned that Mr. Kolterman had 
been one of the first in the com- 
munity to use agricultural lime- 
stone in his fields. A small portable 
crusher had been used to grind up 
the limestone rocks. Today, the 
Golden City community uses lime- 
stone in great quantities, and fields 
are blossoming with legumes. I can’t 
think of any area of the state that 
has shown more agricultural prog- 
ress in the last ten years. Beyond a 
doubt, much of the credit should go 
to the farmer-banker who has set 
such a sound example. 

Incidentally, Mr. Kolterman re- 
ports with considerable pride that 
the farmers in his community gen- 
erally are free from debt—and he 
wants them to stay that way if 
possible. There are few mortgages 
on land. Like many other country 


Effective Farm Programs Include 


1. Employment of trained agriculturalists for field work and general 


assistance to farmer customers. 


2. Farm operation by bankers, which gears the banker's thinking to 


the farmer's problems. 


3. A constant effort to minimize unproductive spending and borrow- 


ing. 


4. Contests calculated to increase corn yields and to encourage good 


soil management. 


5. Promotion of grass farming through loans for the establishment and 
improvement of dairy herds, building and remodeling barns, and enlarged 


and improved pastures. 


6. Fullest possible participation in farm organizational meetings, 


fairs, etc. 


7. Farm management for absentee owners. 


8. Financial and all possible other support of ‘Balanced Farming 


Associations.” 


, 


9. Cooperation in the study and development of timber resources. 


10. Recognition. and treatment of the farm as a factory. 
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Mr. Thomas J. Butler, Vice-President in 
charge of Division B, discusses a financ- 
ing program with one of the many major 
retailers who use The First in Chicago. 
This bank has been importantly identified 
with the retail and mail order trade for 
more than eighty-six years. 
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Rosert L. Heymann Assistant Cashier 


BUILDING WITH CHICAGO 
SINCE 1863 
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You get better results when 
you talk the same language 


Under the unique Divisional Organization of The First National Bank of Chicago. 
the officers of each division are intimately acquainted with the activities, trends, 
and problems of the industries on which they concentrate their efforts. 

Division B, for instance, specializes in the financing of men and women’s fashion 
apparel, textiles, jewelry, and the financial requirements of department stores and 
mail orderhouses. Each of nine other divisions operates in its own specialized field. 

So, no matter what business you are in—no matter whether it is large or small 
— you and the group of officers of The First National Bank with whom you dis- 
cuss your financial requirements thoroughly understand each other. 


And .. . you get better results when you talk the same language. 


Epwarp E. Brown, Chairman of the Board 
James B. Forcan, Vice-Chairman Homer J. Livincston, President 


Harowp V. Ampere, | ice-President Huco A. Anperson, Vice-President 
Water M. Heymann, Vice-President Hersert P. Snyper, Vice-President 


The First National Bank of Chicago 


DEARBORN, MONROE AND CLARK STREETS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





Missouri country bankers go to schoo! and take field trips to learn about Balanced Farming. Here they look over a Cooper County 
farm to see how erosion can be checked. They are standing on a recommended terrace. 


bankers I have visited, he feels that 
government credit is a little too easy 
to get in many cases. 

I know several other good farmer- 
bankers. A few years ago R. G. 


Morris moved from St. Louis to his 
newly purchased bank at Vandalia, 
Mo. He didn’t move into the biggest 
house in town (he’s building that 
now), but he moved to a farm home 
south of town. And on a level 
prairie farm he has proceeded to set 
an example of good farming that 
would be difficult to top anywhere. 
On land that. is said to promise more 
in May and deliver less in Septem- 
ber than any land in the country, 
he is growing corn that averaged 
more than 80 bushels an acre last 
year. This year he had 100 acres of 
rich legumes growing on his farm. 
He has become an ardent advocate 
of heavy applications of commercial 
fertilizer. 


A Contest With A Point 


Mr. Morris also has played a lead- 
ing role in a unique civic club pro- 
gram. The club of Vandalia business 
and professional men, which is also 
the local Chamber of Commerce, 
has rural “associate” members. The 
club meets weekly and one program 
a month, attended by the farmer 
members, is devoted to agriculture. 
These farmer members started a 
corn contest that is different. They 
decided to see how much they could 
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increase corn yields with good soil 
management and heavy applications 
of commercial fertilizer. The first 
year practically everybody got 
yields of better than 100 bushels to 
the acre—something local farmers 
had never dreamed was possible. 

The contest is now in the third 
year of a 5-year program, and 
Mr. Morris’ bank has contributed 
$100.00 a year for prizes to the 
winners. Here’s a contest with a 
point. 

A successful, profitable operation 
of a farm by a banker is not in it- 
self a farm program for the bank. 
But the success by the banker may 
indirectly lead to a program that 
will benefit the entire community. 

An example I have in mind can 
be found at Chillicothe. Edgerton 
Welch, of the Citizens National 
Bank there,-started a dairy opera- 
tion some years ago. Chillicothe is 
in North Missouri and at that time 
there were few modern dairy farms 
in the area. Mr. Welch became more 
and more of a dairy booster as his 
cows did well on the improved pas- 
tures on his farm. The story of his 
pastures is a story in itself. 

The Citizens National Bank has a 
farmer president, Ira Hedrick, and 
was one of the first in the state to 
hire a full-time agricultural field- 
man. Following Mr. Welch’s success 
in dairying, the bank officials de- 
cided that it would be sound to push 


a program of dairying in this area. 
And so this bank has financed dairy 
farmers in remodeling old buildings 
or constructing new ones to meet 
Grade A market requirements. 
More than that, the bank has im- 
ported good Holstein heifers from 
Wisconsin, 70 head in one summer, 
and sold them to new milk pro- 
ducers. Milk checks were used to 
pay off the loans on these heifers. 
Because dairying in the area was 
new, Don Schooler, the agricultural 
fieldman, rendered valuable service 
to the milk producers. Don is an ex- 
county agent and a graduate of the 
Missouri College of Agriculture. 


Emphasize Need For More Pastures 


Mr. Welch found on his own farm 
that the “bottleneck” for economi- 
cal milk production was pasture. As 
previously stated, he developed a 
pasture system that is a dandy. So 
the bank has pushed a “back-door” 
approach to the broader problem of 
soil conservation. Supplying the 
new dairymen with good animals, 
seeing that they have a market for 
their milk, the bank hopes that the 
farmers will see for themselves the 
need for more and better pastures. 
And there’s no better soil conserva- 
tion system than grass farming. 

I consider this a truly valuable 
service for a bank to render through 
its farm program. Offering a prize 
for the “best dairyman” could 
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Instantly ACCEPTED ec6 


in 185,000* Service Stations (for example) 


Mr. Leonard H. Schoeler, owner of 
Schoeler’s Esso Service Centre in 
Rochelle Park, N. J., says: “Of course 
we accept American Express Travel- 
ers Cheques. Many of our customers 
carry them, and we know they are as 
good as cash.” 


Your customers are constantly counting on 
you, as a banker, for the best possible service. 
When you sell them American Express Travelers 
Cheques, you are selling them the most accept- 
able cheques with the best service in the world. 

American Express originated the Travelers 
Cheque in 1891. Through years of vigorous 
promotion and national advertising, these 
cheques have become the best known and by 
far the most widely accepted in the world. 


Instantly Recognized 
in a Million Places 
As a result, at a million places—service stations, 
restaurants, hotels; railroad, bus and air termi- 
nals; shops and stores in the United States and 


all over the world—American Express Travelers 
Cheques are instantly recognized and accepted. 
It's indeed a small, new or out-of-the-way place 
that has never heard of them. 


They Command 
a World of Service 


In case of loss or theft, your customers can 
count on assistance at any of the 174 American 
Express offices in the United States and abroad 
or the cooperation of thousands of American 
Express agents everywhere. In time of need, a 
quick refund or financial help is given with the 
same degree of courtesy, the same spirit of 
friendliness your customers find at your bank. 


* Total Service Stations in the United States—188,305. Source: U. S. Department of Commerce, Census of Business, 1948 


AMERICAN EXPRESS TRAVELERS CHEQUES 


THE MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 


December, 1950 





scarcely match this program in 
which the bank is sponsoring a plan 
that not only will bring in added 
income to the community but will 
result in real conservation. 

I mentioned the fact that the 
Chillicothe bank was one of the first 
to employ a full-time fieldman. A 
number of my county-agent friends 
have been employed at other banks. 
Included are Henry Hamilton at the 
Wood & Huston Bank in Marshall 
and A. J. Dinsdale, at the Nodaway 
Valley Bank at Maryville. I note 
with satisfaction that all these 
friends have moved up to offices 
with more responsibility. This in- 
dicates that it’s good business for a 
bank to have a trained agricultural 
man on the staff. 


A Field Representative In Action 


This summer I spent most of a 
day visiting with Frank Kelso, a 
college trained young man who has 
been working for the Hannibal Na- 
tional Bank for several years. Han- 
nibal is one of the larger towns of 
the state, and the largest town in 
Northeast Missouri. The bank em- 
ployed Frank to make its farm 
customers feel at home when they 
come into the bank itself, and to 
take banking services out to the 
farms. 

Morton Weaver, cashier of the 
bank, feels that the results of this 
move have justified the cost. While 
the program is admittedly expen- 
sive, the bank now has more busi- 
ness from more farmer-customers. 
It is impossible, of course, to deter- 
mine just how many new customers 
the farm program has brought in. 

We questioned the bank officials 
closely as to exactly how Frank 
spends his time in serving farmers. 
He makes inspections of farm loans, 
and inspects some town properties. 
Much of his time is spent in public 
relations work. Frank attends 
dozens of farm meetings, is agri- 
cultural chairman of the Hannibal 
Fall Festival. He’s a friendly sort of 
fellow who hits it off at once with 
the farmers he meets 

And Frank provides all kinds of 
useful services. If a man comes in 
and expresses a desire to build a 
new barn or milk house, Frank will 
help him plan it. He keeps an eye 
open for good herd sires that cus- 
tomers might be seeking. He runs 
errands and goes out of his way to 
serve his farmer-customers. 
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George Kolterman, Golden City, Mo., sets a good example for farmer neighbors to follow. 
Here he is shown in a new stand of alta fescue, a relatively new grass. 


Is a field representative a 
“snooper” and do farmers feel that 
the “outside man” is there to super- 
vise their farming operations? 
There’s no question but that this 
matter must be handled with tact. 
The success of the Farmers Home 
Administration with poor credit 
risks indicated that supervised loans 
will pay Ooff—especially in good 
times. There’s a sizable class of 
farmers that not only needs some 
supervision but welcomes the help. 

A little snooping may pay off, too. 
A country banker told me this sum- 
mer how a prompt inspection by a 
fieldman saved a considerable loss 
on a borrower who had misrepre- 
sented the location of a farm— 
which was actually across the state. 

Outstanding among the Missouri 
bankers who have taken more than 
@ passing interest in the techniques 
of modern agriculture, is E. J. Evans 
of the Citizens Bank, Amsterdam, 


Missouri. He is an expert in soil 
conservation, a special county agent 
of a sort, who can lay off contour 
lines and plan a water management 
system. 


Farm Management Offers Possibilities 


One type of farm program I 
haven’t mentioned is farm manage- 
ment. The success of some of the 
larger farm management services 
indicates that there is a big need for 
such services. As farming becomes 
more and more a science in this 
mechanical age, that need should 
increase. Many city businessmen 
seeking something stable in this 
ever-changing world are buying 
land—and finding that they can’t 
run it efficiently with a $100-a- 
month manager. It would appear 
that a farm management program 
offers possibilities for enlarged serv- 
ice and profit which would bear in- 


(Continued on page 34) 
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«powder and ball will 


decide this question”’ 


“i 

My hand trembles, but my heart does 
not,” said palsied Stephen Hopkins of Rhode 
Island when he signed the Declaration of 
Independence. Two years before, at the 
First Continental Congress, Hopkins had 
anticipated the struggle for independence. 
Then he had said, “Powder and ball will 
decide this question.” Both statements were 
the sentiments of a simple, brave and force- 
ful man, 

Some of Stephen Hopkins’ simplicity may 
be seen in his home, which is still standing 
in the heart of Providence. When Hopkins 
bought the house from John Field, Jr. in 
1742, it had one-and-a-half stories, divided 
into a “keeping room,” an adjoining bed- 
room, and an unfinished attic. A year later, 
Hopkins added a two-and-a-half story front 
to his home, the better to identify it as the 
residence of a bright and rising young man. 

Stephen Hopkins was self-educated. Yet 
he influenced much of the early history of 
Providence and Rhode Island. He was Chief 
Justice of the Supreme Court of Rhode 
Island. He was ten times governor of the 
state. When he bought his home, Providence 
was a small town: inhabitants, 4,000; mills, 
one; churches, five; taverns, several. Hop- 
kins urged and effected the establishment 
of newspapers, libraries, banks and schools. 
He was responsible for moving Brown Uni- 


The panelling over the fireplaces is one of the chief charms 
of the Stephen Hopkins House 
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Peme of StophewHophins 


versity (then Rhode Island College) into 
Providence, and he served as its first chan- 
cellor. Still he found time to be a moving 
spirit of the American Revolution. 

In his Providence home, Hopkins enter- 
tained the great men of the times: Washing- 
ton, Franklin, Lafayette, and many others. 
One of Washington’s visits, in 1776, has 
given rise to two anecdotes. When the gen- 
eral arrived, Governor Hopkins and his 
wife were in Philadelphia, and Hopkins’ 
stepdaughter, Ruth, substituted as hostess. 
Neighbors urged upon her fine food and 
service for her guest. Ruth refused the 
offers, saying, “What’s good enough for my 
father is good enough for General Washing- 
ton.” It was on this visit, too, that Stephen 
Hopkins’ home joined those whose boast is 
that “Washington slept here.” The proof is 
a crack in the low, plastered 
ceiling . .. when Washington 
rose in the morning, he forgot 
how tall he was and struck 
his head. 


All furnishings are of the late 18th century 


as it was when Stephen Hopkins lived in it 
and planned for independence. Few changes 
have been necessary in the interior. Thanks 
to the Colonial Dames of Rhode Island, 
Hopkins, Washington, Franklin and Lafay- 
ette, were they to revisit it today, would 
feel at home. 


* * * 
The Home, through its agents and brokers, is 


America’s leading insurance protector of Amer- 


ican homes and the bomes of American industry. 


* THE HOME * 


Home Office: 59 Maiden Lane, New York 8, N. Y. 


With the exception of an 


added door, a copy of one of 
the same period, the exterior 
of the Hopkins’ home is much 


® AUTOMOBILE ® MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


Copyright 1950, The Home Insurance Company 
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A young and promising banker. 


Chamber of Commerce President 1921-22. 


tf 


As he looked in 1935. 


The Bill Massie Story 


Bill Massie has attained greatness as a banker because he has 
the heart, soul and mind of greatness. He is dedicated to the 
belief that man’s greatest privilege is to serve his fellow man. 


By REED SASS 


Assistant Cashier, The Fort Worth National Bank, 
Fort Worth, Texas. 


N SEPTEMBER 8, 1950, W. M. 

e Massie, senior vice president 

of The Fort Worth National 

Bank, observed his 60th anniversary 
with his bank. 

The “Bill Massie Story” deserves 
more than passing notice and the 
reader’s comment: “That’s a long 
time for a man to spend with one 
institution.” 

The story of Bill Massie en- 
compasses much of the story of 
banking during the past sixty years. 
During that period he has played an 
active role in the financial drama of 
a nation that has progressed through 
money panics, the Spanish-Ameri- 
can conflict, two world wars, a series 
of booms with interim recessions 
and one international depression. 
He has participated actively in a 
period of banking that has found 
him and his contemporaries both 
blessed and damned by the public. 

The Federal Reserve System, the 
dual banking system, the creation of 
new banking services, the broaden- 
ing of older services, the bank holi- 


day of 1933 and the Federal Deposit 
Insurance Corporation have been 
parts of the passing parade of bank- 
ing events that have challenged the 
attention and talents of Bill Massie. 
A keen observer, his business life 
has cast him more often in the role 
of an active participant than that of 
a spectator. 

When you write or speak of Bill 
Massie’s career, you puy tribute to 
the entire banking profession. 
Across the United States, in the 
more than 14,000 banks serving 
communities ranging from cross- 
road hamlets to the metropolitan 
centers of the nation, there are 
thousands of bankers with some or 
all of the traits and characteristics 
of W. M. Massie. 

Bill Massie is a distinguished 
product of a field of business that 
has been noted for producing 
character and leadership. The oc- 
casional mental and moral bank- 
rupt who fails to keep faith in 
our profession serves only to ac- 
centuate the attainments of Bill 


As. President of the Texas Bankers Association, 1927-28. 
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Alias, if only these banking gentlemen faced a more 


MONROE 410 
routine problem—like deciding which adding machine proves bd 
most useful most often in most places in a bank. 2 GIVES YOu eee 


There we could steer them straight . . . to a Monroe 410 Adding . 

Machine. For this work-hungry Monroe with its huge ' yy Glareless 

appetite for figures is as versatile as it is efficient. 7 ff ** 2p Coshion-topped Keys 
Exclusive “‘Velvet Touch,” matchless simplicity, unique f > F/ ye Direct Subtraction 
Rhythm-add cadence of operation make the Monroe de i ; vx “Velvet Touch” 


. . : P 7 i? Ease of Operation 
a topflight assistant wherever it’s put to work in a tet pe 


bank. So efficient, in fact, operators using Rhythm- ts ie w pena 
us redit Balance 


add report an amazing increase in speed and 
, vy Versatility 

output after only the first three days of operation. Yo 

Your local Monroe office, listed in the classified 


’ ; and other outstanding 
telephone directory, will be glad to show exactly how . 


features, plus unexcelled 
and why this machine will solve your figuring 


service by specially 
problems—swiftly, efficiently, economically. Call today. 


MONROE 


MACHINES FOR BUSINESS 
Monroe Calculating Machine Company, Inc., General Offices, Orange, N. J. 
December, 1950 
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Massie and the countless thousands 
of unimpeachable bankers who re- 
spect and honor the public’s trust. 
He exemplifies the success achieved 
by those who employ their talents 
to encourage and assist others to 
succeed. 


Men like Bill Massie are respon- 
sible for the perpetuation of a free 
economy—one that encourages in- 
dividual initiative and personal dig- 
nity. They actively resist any 
compromise substituting a false 
sense of security for man’s right to 
seek opportunity. Their lives pro- 
vide examples of that which can be 
accomplished through effort. 


The career of Bill Massie is 
another of the countless success 
stories that are common to America 
and her economic system. One of 
four sons of John J. and Mary 
Tennie Moore Massie, he was born 
August 21, 1873, at Clarksville, 
Tennessee. His parents were of good 
stock and modest circumstances. 


Fort Worth A Way-Stop On 
A Cattle Trail 

In 1877, a year after the Texas 
and Pacific Railroad had extended 
its western terminus to Fort Worth, 
the Massie family moved to the 
small Texas town.. Fort Worth was 
then a way-stop on a cattle trail—a 
point to which cattle were driven to 
be loaded on freight cars and 
shipped to more profitable markets. 

Bill Massie grew up in a wide- 
open pioneer village in a society 
that judged an individual on his 
own value rather than on his ante- 
cedent’s. A proud heritage of dis- 
tinguished ancestors meant nothing 
to Massie’s fellow townsmen and 
Bill Massie’s youth was a liberal 
education in the judgment of char- 
acter. 

Bill’s formal education was con- 
fined to the city’s public schools and 
Fort Worth University. Overtures 
by a Tennessee uncle who had 
gained prominence as a lawyer to 
put him through law school and an 
appointment from a congressman to 
Annapolis met with the disapproval 
of Bill Massie’s parents. Quitting 
school, he found employment 
weighing cotton in a public cotton 
yard. This was followed by clerical 
work in a drug store. Then came 
his entry into the field of banking. 

In 1887, Bill Massie became a 
messenger for the Merchants Na- 
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W. M. “Bill” Massie, senior vice president of the Fort Worth National Bank, as he 
appears today after a lifetime of service to his fellow man. 


tional Bank. Three years later, 
following the failure of that institu- 
tion, he assumed the duties of a 
messenger with The Fort Worth Na- 
tional Bank. Sixty years later, on 
September 8, 1950, officers and di- 
rectors of his bank gathered at a 
dinner in his honor. Speakers traced 
his advancement in the bank. From 
messenger boy he moved up through 
the various departments, gathering 
practical experience in the me- 
chanical operations of his bank. On 
January 12, 1909, the bank’s direc- 
tors appointed him an assistant 
cashier. Six years later, on January 
12, 1915, he was elected cashier. On 
August 28, 1919, Bill Massie was 
elected a director and vice presi- 
dent of his bank. 


150,000 Manhours Of Employment 


Bill Massie’s sixty-year career 
with his bank represents 150,000 
manhours of employment. As a 
skilled artisan of all the building 


trades, he could have constructed, 
single-handedly, a fifteen-story of- 
fice building having 267,500 square 
feet of usable area. Instead, he 
chose banking and during his sixty 
years of meeting the public as an 
employee and loan officer he has 
waited on 750,000 people to whom 
he has rendered service and ex- 
tended counsel, aid, sympathy and 
assistance. He has traveled over 
75,000 miles between his home and 
the bank as he has come and gone 
to and from work. 

With the mention of Bill Massie’s 
home, we touch upon perhaps the 
most important factor in his life. 
On October 21, 1897, he married 
Anna W. Pepper of Fort Worth. She 
is a beautiful and gracious lady. To- 
gether they have shared the past 
fifty-three years. Two daughters, 
Mrs. R. D. Cage, Jr., of Port Gibson, 
Mississippi, and Mrs. A. M. Brackett 
of Fort Worth, three grandsons and 
a great-granddaughter have added 
fullness to their lives. The Massie 
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proach to Insurance 


_ Only this man can show you 
the GRAPHIC INSURANCE AUDIT 


| yaapacog all over the country have 
agreed—after seeing the Grapuic In- 
SURANCE Aupit—that for the first time they 
gained a complete picture of their insurance 
needs . . . could put their finger on overlap- 
ping coverages, and on gaps in their pro- 
grams of insurance protection. 


Only Tuts Man— your nearby U.S.F.&G. 


Agent—can show you the Grapuic INsuR- 
ANCE Aupit. Call today and arrange for him 
to bring you a copy which can be patterned 
to your own insurance situation, personal, 


business or both. 


There is no obligation. Why not call him now? 


For claim service in emergency, call Western Union 
by number and ask for Operator 25 who has the name and 
address of your nearest U.S. F.& G. Agent. 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corporation, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 


CONSULT YOUR INSURANCE AGENT OR BROKER 
AS YOU WOULD YOUR DOCTOR OR LAWYER 


December, 1950 





home and family provide him the 
love and affection essential to his 
happiness. 

The warmth of a man’s person- 
ality and the greatness of his char- 
acter are illusive factors that cannot 
be defined or expressed with sta- 
tistics. Bill Massie has attained 
greatness as a banker because he 
has the heart, soul and mind of 
greatness. He is dedicated to the 
belief that man’s greatest privilege 
is to serve his i2llow man. Applying 
this humane belief to the perform- 
ance of his duties, Bill Massie has 
brought success to others and, in 
so doing, success to himself. 

A banker’s obligation to protect 
his bank’s depositors is one of the 
fundamentals of the business. A 
banker has a further obligation that 
calls for more than mere honesty 
and integrity. It is in the capacity of 
lender that the banker is faced with 
the supreme test of his judgment, 
skill and knowledge. 


40 Years Of Loan Decisions 


Since he made his first loan more 
than forty years ago, Bill Massie 
has been an active figure in the 
extension of bank credit. In a mo- 
ment of decision or omission a man 
may make or break himself as well 
as others who depend upon his 
judgment. Bill Massie has made 
countless decisions during his long 
and eventful career—decisions that 
affected the success and welfare of 
many. In a world that is apt to 
recall a single error of judgment and 
forget a thousand acts of accom- 
plishment, Bill Massie remains an 
ideal and inspiration to his asso- 
ciates, his fellow bankers, his cus- 
tomers and his friends. 

Up and down the streets of Fort 


Worth’s business section, in the 
manufacturing districts and in the 
retail and wholesale areas, on the 
ranches of Texas and in the financial 
centers of the nation, customers of 
Bill Massie continue businesses 
that have benefited and succeeded 
through his extension of sound bank 
credit. 

The parade of borrowers who 
have presented and who still pre- 
sent their loan applications for Bill 
Massie’s consideration are a demo- 
cratic group, ranging from indi- 
viduals with small requirements to 
our most important corporations. 
Without discrimination as to color, 
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race, religion or tangible net worth, 
Bill Massie sees them all, and each 
one knows in his heart that he has 
received fair consideration. 


The Massie story covers not only 
a variety of banking activities, but 
it includes a multitude of other en- 
deavors. As busy as they are in 
their own work, leaders like Massie 
are continually called upon to de- 
vote their time and efforts to civic, 
patriotic and charitable enterprises. 


Bill Massie was president of the 
Fort Worth Chamber of Commerce 
in 1920 and 1921. He was chairman 
of the Texas State Planning Board 
from 1935 to 1939, and during his 
tenure of office the natural re- 
sources and possibilities of the na- 
tion’s largest state were carefully 
catalogued, and plans for the eco- 
nomic future of Texas were formu- 
lated. From 1928 to 1944 he was 
chairman of the Executive Com- 
mittee of Texas Wesleyan College. 
During World War I he headed up 
the First and Second Liberty Loan 
Drives in his county. He was chair- 
man of the Tarrant County Chapter 
of the National Foundation for In- 
fantile Paralysis, Inc., from 1937 to 
1946. For many years he has been 
a director of the Southwestern Ex- 
position & Fat Stock Show. These 
are but a few of the city and state- 
wide activities in which Bill Massie 
has played an active part. 

His fellow bankers have called on 
Bill Massie time and again to fill 
important positions and places of 
leadership. He was president of the 
Texas Bankers Association from 
1927 to 1928. This was a period 
during which bank robberies oc- 
curred with shocking frequency. 
Massie’s solution to this problem 
was quick, incisive and without 
compromise. The Texas Bankers 
Association inaugurated a reward 
system that continues today, paying 
a $5000 reward for dead bank rob- 
bers. The inception of the reward 
program startled the press of the 
nation. Massie was praised and 
castigated. He received threatening 
letters and telephone calls. The only 
important consideration in so far as 
Massie and his associates were con- 
cerned was the effect of the standing 
reward. A few banks were robbed, 
a few robbers were killed, rewards 
were paid—and bank robberies sud- 
denly were no longer a problem. 


During the depression days of 


1930 to 1933, when bank failures 
were common, Bill Massie was the 
Texas member of the American 
Bankers Association’s Executive 
Council. Preceding the depression 
he had served as a director of 
the Association of Reserve City 
Bankers. From 1939 to 1942 he was 
a member of the Economic Policy 
Commission of the American Bank- 
ers Association. The following year 
he was a member of the A. B. 
A.’s Research Council. In 1946 he 
was appointed by the A. B. A. presi- 
dent to the Association’s Executive 
Council and to the Council’s Ad- 
ministrative Committee. On two oc- 
casions he has served as president 
of The Fort Worth Clearing House 
Association. 


When Bill Massie was a compara- 
tively young man and his successful 
career was a promise for the future, 
larger banks in the East recognized 
his abilities and his potentialities. 
A number of overtures and gen- 
erous offers were made to him. In 
spite of temptations to move to 
“taller grass,” where he might find 
greater latitude in the exercise of 
his talents, he chose to remain in 
Fort Worth. 


Success Through Helpfulness 


It is significant that Bill Massie 
did not choose to capitalize on his 
talents for the purpose of realizing 
the greatest financial gain. He loves 
his home, his family, his friends and 
his bank. Through his decision as a 
young man to remain in Fort Worth, 
he helped to build a small village 
into a great city. He has contributed 
immeasurably to the success of 
others and in so doing he has 
achieved success. 


Bill Massie has a good face. It 
reflects neither hypocrisy nor sub- 
terfuge. It is a fine face—one full 
of understanding, tolerance and 
faith in others. He has a tremendous 
capacity for friendship. He has 
given unsparingly of himself be- 
cause the act of giving is a source 
of satisfaction. There exists no 
better foundation upon which to 
build lasting friendships. 

Bill Massie has spent sixty years 
with his bank. His devotion to duty 
and his achievements are a credit 
not only to his bank but to the 
entire banking profession. He is the 
American banker—the American 
banker at his very best. 
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_ A BIG BANK GEARED 


_FOR SPEED 


TAL te 
CONTINEN 
p TRUST 


LOCK BOX Hi 


WIFT handling of items is a tra- 
dition at the Continental Illinois 
Bank. For more than fifty years 
banks and corporations have been 
sending their checks for collection 
to LOCK BOX H, CHICAGO. 

To our customers—to the Post 
Office—and to us, this symbol has 
always meant hurry these checks on 
their way. 

Mail in LOCK BOX H is picked 
up by our messengers at frequent 


A symbol of SPEEDO for more than fifty years 


intervals, night and day, seven days 
a week. Our prompt processing of 
the items is carefully geared to: 


@ mail arrival times 


@ check clearing hours in Chicago 
and other cities 


@ outbound train and plane schedules 
For all your sendings—use LOCK 


BOX H envelopes. A free supply— 
regular or air mail—on request. 


Continental Illinois National Bank 


and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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the social and governmental 

structure of this republic, 
namely, the unity of the people; the 
encouragement of religion and mor- 
ality; an enlightened people through 
education; and the cherishing of 
public credit. All factors are of 
equal importance and are closely 
interrelated, for the breakdown 
of one can ultimately bring the 
breakdown of others. 

To safeguard public credit is the 
concern of all bankers, for on this 
premise economic balance within 
the national structure of govern- 
ment and the people who constitute 
government is mandatory in under- 
girding the other factors so im- 
portant to American success and 
progress. 

George Washington, in his Fare- 
well Address pointed to the many 
dangers that the people would en- 
counter in the development of this 
republic. He felt the economy of the 
country was so important that he 
cautioned the people to “cherish 
public credit.” To this end he 
pointed out that the people were to 
avoid the accumulation of debt by 
shunning occasions of expense, and 
using debt as sparingly as possible. 
He pointed out further that the 
people were not to pass on the 
burdens of their own debts to their 
children. The responsibility for 
keeping the nation solvent rests 
with Congress, but the people were 
to cooperate by not making un- 
necessary demands upon the public 
treasury for largess of any kind. 
Washington sums up his remarks by 
saying: “Toward the payment of 
debts, there must be revenue; that 
to have revenue, there must be 
taxes; that no taxes can ever he 


Fis: MAJOR FACTORS undergird 


“You Have A Republic—lIf You Can Keep lt.” 


devised which are not more or less 
inconvenient and unpleasant. As a 
very important source of strength 
and security, cherish public credit.” 

Today, the admonitions of Wash- 
ington seem to be entirely forgotten. 
The government has accumulated a 


By HELEN WHITE 


Executive Secretary, National Thrift Committee, 
Inc., Chicago, Illinois 


large public debt that cannot be 
paid in several generations; large 
groups of people receive’ substan- 
tial sums in government subsidies; 
the taxes for the cost of government 
do not adequately cover the total 
bill and many individuals are oper- 
ating their personal budgets on in- 
stallment credit. These certainly are 
not conditions which can be relied 
upon to develop the strength and 
security of the people of America. 

Recognizing this, as all conscien- 
tious citizens do, what can be done 
about it? How can the government 
again achieve a sound economic 
balance? How can the frustrations 
and inequalities which have de- 
veloped become the concern of all 
Americans? Is it too late for con- 
certed and united action on the 
part of those institutions in society 
which undergird the economy to 
create an awareness on the part of 
the individual of his responsibility 
in balancing this economy? 

The banks and other financial in- 
stitutions are spread throughout 
every county, village and town in 
the United States. They undergird 
the economy of the country, finance 
the industries of the community, 
serve the public in many ways deal- 
ing with finance, act as the custo- 
dian of all things related to matters 









Benj. Franklin 


of exchange and, finally, lend a 
sense of stability and security to the 
community. It is on them that the 
Herculean task of re-educating 
society in “cherishing public credit” 
lies! 

This network of institutions may 
have a strong influence on the 
thinking of the American public. It 
must be done in a sense of unity. 

There is an opportunity through 
the medium of the National Thrift 
Committee to achieve such unity, 
for that committee is preparing a 
program of education designed to 
reach every individual in the United 
States. 

Requests have been made by a 
large number of civic and social or- 
ganizations representing all types 
of interests, such .as-——-American 
Legion; Boy Scouts of America; Na- 
tional Association of Manufacturers; 
American Association of Junior 
Colleges; American Library Associ- 
ation; American Medical Associa- 
tion; and Lions International—for 
materials which can point up the 
ways in which individuals can as- 
sist in maintaining a balance in 
their own economy and its effect on 
the national economy. These or- 
ganizations provide the necessary 
outlet for such education through 
their network of meetings, news or- 
gans, counseling services, and radio 
that reach every home in this 
country. 

Labor organizations, realizing the 
important part that wise manage- 
ment in monetary affairs plays in 
the tranquillity of the home, have 
requested assistance in the develop- 
ment of such materials. In this same 
thought, the religious groups and 
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Turning up new assets 


HEN A FARMER practices conservation measures on his farm, 

V \ such as terrace building, contour cultivation and soil 
fertilization, he is adding to his capital'assets—making his farm a 
better producer. 

Conservation pays off in several ways—longer life for the 
farm, bigger, better crops, more income for the farmer and the 
community in which he lives. 

Conservation means progress. The local International Harvester 
dealer who sold the equipment necessary to carry out these 
conservation projects is a partner in this progress. So is the local 
banker who provides the financing the farmer needs 
for new equipment. 

The products International Harvester builds not only add 
to farm values. They also pay for themselves in use. For these 
reasons they provide a safe and very attractive investment 


for local bank funds. 


INTERNATIONAL MAE HARVESTER 


The confidence in IH products comes from the quality built into them 


Builders of farm equipment for 
easier, more profitable farming 
... trucks for better transport... 
industrial power for road-build- 
ing and earthmoving .. . refrig- 
eration for better preservation 
‘of food. 
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organizations dependent upon the 
generosity of those Americans who 
believe in the part they play in the 
welfare and spiritual bases of 
American life have found the ma- 
terials for their use important to 
their various stewardship programs. 


In addition to their influence 
through these organizations, the 
Thrift Committee promotes, yearly, 
National Thrift Week. This is held 
annually beginning on the birth- 
date of Benjamin Franklin, January 
17-23. It is a time for highlighting, in 
every possible way, the important 
place that a balanced economy has 
in American life. Many organiza- 
tions and institutions have found 
that this week acts as a springboard 
into the current year on matters 
and techniques related to the total 
thrift effort. Dramatization of this 
has found favorable reception in 
many localities. As a specific ex- 
ample of such a dramatization, all fi- 
nancial institutions and many civic 
organizations formulated a local 
Thrift Committee in Minneapolis, 
Minn. The initiative for this en- 
deavor was accepted by the Farmers 
and Mechanics Saving Bank and the 
program reached every segment of 
the community. Reminders were 
placed in the schools and followed 
with pertinent thrift material point- 
ing out that the fundamental basis 
of American life was built on the 
premise of thrift. The churches used 
sermons on the subject. Public 
vehicles carried various materials 
prepared for distribution reminding 
the public of the importance of a 
balanced economy and their part in 
maintaining it. The committee se- 
lected the “thriftiest couple” and 
this choice developed a certain in- 
centive toward this same goal for 
other couples in.the city. The radio 
and press gave the celebration of 
Thrift Week adequate coverage. To 
climax this, all financial institutions 
joined in a large dinner with a well- 
known speaker who talked on the 
subject of economy in the free 
enterprise system. 


Ways in which the financial in- 
stitutions of the country may begin 
their education of the public on the 
practices of wise spending and good 
money management during this one 
week, or in the other 51 weeks of 
the year are outlined by the Na- 
tional Thrift Committee. 
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Ways Of Celebrating 
National Thrift Week 


77 CELEBRATION OF THRIFT WEEK 
can spearhead the program of 
thrift promotion and education in 
your institution for a successful 
1951! Thrift Week kits are offered 
with new posters, display items, ad 
mat and many suggestions on ways 
these materials can be used in your 
own institution, group of institu- 
tions, and throughout your com- 
munity. 

The educational kits offered in 
1950 were so enthusiastically re- 
ceived by character building and 
educational groups that they are 
again offered this year. These kits 
include posters, streamers, buttons, 
bibliography, educational materials 
and ways in which these materials 
may be displayed and used. 


Religious Kits Include Sermons 
In Each Of Three Faiths 

Religious kits have been designed 
to. meet requests from the various 
religious organizations. Sermons in 
each of the three faiths are a part 
of this kit in addition to a Benj. 
Franklin-sayings poster, a thrift 
sayings booklet and 100 church pro- 
grams printed with appropriate 
copy on one side, leaving the other 
side vacant for local church imprint 
and use. 


In all, 35 attractive articles have 
been prepared for your celebration 
of Thrift Week. The new items in- 
clude a market bag imprinted with 
appropriate “SAVE” copy. This 
unique give-away item can be im- 
printed with your institution’s 
name. Other items are a blotter, va- 
rious booklets on thrift, rubber dol- 
lars, bookmarks, stuffers, buttons, 
stamps and other materials of this 
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THE WATIONAL THRIFT COMMITTEE, INC. 
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National Thrift Week, January 17-23. 
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type. Many of these are suitable for 
souvenirs at dinners or similar 
meetings. 

Approach your schools, churches, 
luncheon clubs, and other civic 
groups suggesting that they build 
their current meeting around the 
theme of thrift. You may offer to 
present the subject of thrift and 
some of its ramifications. To give you 
assistance in this, several free ma- 
terials are available—one full- 
length address of 20 minutes, and 
two five-minute presentations. Ra- 
dio spot announcements for public 
service time on your local radio 
stations as well as advertising spots 
for your own institution’s use are 
available. News releases for local 
use are prepared for publicizing 
your own part in this celebration. 


Community Effort Booklet Offered 


Many communities are planning 
a united thrift week celebration 
and, to answer many of the ques- 
tions raised on how they may do 
this effectively, a manual entitled 
“The National Thrift Committee at 
Work in Your Community” has 
been prepared and is available on 
request. 

In addition to the above helps, 
visual presentations are considered 
worth while. To meet this demand, 
three films of 12-minute duration 
are available either on a rental or 
purchase basis from the Thrift Com- 
mittee. The three films may be 
spliced together with an appropriate 
trailer listing your organization as 
sponsor in a most effective method 
of presentation. These three films 
are “Your Thrift Habits,” “Your 
Family Budget,” and “Wise Spend- 









Sie 





BANKERS MONTHLY 
































MORE Muselu of SIL on THE FARM 


HELPS MAIN STREET, TOO 


To each of the thousands of small communities all over 
) America, the modern farm is the country counterpart of the 
big city industrial plant. Production of food and fiber, too, 
| requires modern production line equipment. 


Making it possible for Farmer Brown, “Incorporated”, to 
buy and use modern mechanized equipment helps him pro- 
duce more efficiently, at greater profit to himself and at lower 
cost to the consumer. And, too, he makes a significant con- 
tribution to a better, more abundant way of life. 


Thus, Farmer Brown brings to your “Main Street” the profits 
; made from his business . . . swelling the volume of the mer- 
chants from whom he buys... yes, and doing a /arger business 
with and for you! 

Harry Ferguson, Inc. is proud of the part it has played in 

this program. For more than ten years, now, modern Fergu- 
) son Farm Equipment has made a vital contribution to 
American agriculture. Today, the revolutionary Ferguson 
System is an integral part of the new Ferguson Tractor 
and Ferguson System Implements. 


If you are interested in how the merchandising and 
application of this equipment affects your “MainStreet”, 
may we suggest you write Mr. Horace D’Angelo, 
Executive Vice-President, Harry Ferguson, Inc., 
3639 E. Milwaukee Ave., Detroit 11, Michigan. 
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FERGUSON HIGH LIGHTS 


e Over a half million tractors incor- 
porating the Ferguson System sold 
since 1939. 

A broad line of over 60 quality en- 
gineered implements for virtually 
every farming need. 

Ferguson Tractor now produced in 
“‘World’s Most Modern Tractor 
Plant” at 7 2-acre Ferguson Park, De- 
troit, Michigan, and in Coventry, 
England. 

Distribution in over 65 countries 
throughout the world. 

Rapidly expanding dealer organiza- 
tion with some desirable territories 
still available. 
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Like to know more about the plans, philosophy 
and products of Harry Ferguson, Inc.? Then ask 
to see our interesting story. 






Copyright 1950 by Harry Ferguson, Inc. 





FERGUSON TRACTOR and FERGUSON SYSTEM IMPLEMENTS 
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He was small and slim, this harmless-looking little 
man. But viper quick and deadly — as the two 
clerks were soon to learn when they admitted him 
to the safety deposit box he had rented under a 
fictitious name some months before. 

Pausing only to make sure there were no others 
in the bank, he whirled — the cold glint of blued 
steel in each hand. One clerk lunged for a 
revolver. Without hesitation, the robber fired, 
dropping first one man and then the other, Calmly 
he stood over them,- pumping bullets into their 
prostrate bodies. 

At that moment, an armed Erie R. R. watchman 
entered the bank. Sizing up the situation, he 
drew his gun. The robber swung and _ fired, 
wounding the watchman in the thigh — then 
leapt from the bank’s rear window and escaped. 

It was over four years before this ruthless killer 
was finally brought to justice. Then, sentenced to 


ites a a lank of Pi 
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—1 seriously injured —and a financial toll of 
$122,000 to the 5 banks he robbed. 
: * * * 


In the long run, the bank robber almost inevitably 
loses to the forces of law. But the damage is done before 
he is caught. Even today’s highly perfected preventive 
and protective methods do not eliminate this threat. 

Only a well organized insurance program can provide 
truly sure financial security not only against armed robbery 
but also against embezzlement, liability, fire and other 
hazards. In the field of planned protection, the A&tna 
has proneered with the Aitna Plan of Risk and Insurance 
Analysis. With this modern system, your A®tna repre- 
sentative is eminently equipped to design and maintain 
an insurance program accurately tailored to your bank’s 
particular needs. Call him. He will be glad to explain 
how this tested method has helped many banks improve 
their protection substantially. 


ETNA Casuatty AND Surety Company 


The 4ima Life Affiliated Companies write practically every form of insurance and bonding protection 
LIFE AND CASUALTY FIRE ANO MARINE 
4.tna Life Insurance Company Automobile Insurance Company 
Gus Casualty and Surety Company Standard Fire Insurance Company 
Hartford 15 Connecticut 
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Joliet prison, he ended his own life by poison. 
Thus Henry J. “Midget” Fernekes wrote finis to 

his murderous career. But behind he left a bloody 

trail that his death could not erase — 3 murdered 





ing,” which are suitable for as- 
semblies and meetings. 

Your institution plays an im- 
portant part in your community. 
Thrift Week can be a further op- 
portunity for you to encourage in- 
dividuals of your community to take 
a greater interest in development of 
their own personal resources. Sev- 
eral suggestions are made for your 
consideration in approaching all 
segments of your community. 


NATIONAL THRIFT WEEK JANUARY 177023 - 

Contact your local press and in- 
vite the editor or special-feature 
editors to make some use of the 
material surrounding this event. 
The press is always glad to receive 
a new angle that is newsworthy, 
such as a story about a leading 
citizen and how thrift helped in 
his success. 

Approach your libraries, suggest- 
ing they exhibit posters and books 
which may be used during this 
week. Supply them with the Thrift 
Week bookmark which all patrons 
of the library may pick up and carry 
away with them. 

Gain the cooperation of your local 
transportation lines and invite them 
to place stuffers of a general nature 
on saving in their vehicles. Ask the 
taxi cab companies to use stickers 
during this period which your in- 
stitution may provide. 

An open meeting is a possibility 
with some well-known speaker as 
a drawing card. Your institution or 
thrift committee may desire to use 


(Continued on page 32) 
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Just dandy ... being a doctor’s wife! 


@ “I’m used to eating meals alone, 
spending nights by myself, answer- 
ing that darn phone, sympathizing 
with patients... but how I hatemail- 
ing out statements every month!” 


e For MDs, their wives, secretaries, 
and any small office, we prescribe 
a DM... the new desk model post- 
age meter that does away with lick- 
ing and sticking stamps, makes 
mailing easier. 


® Little larger than a desk phone, 
the DM prints postage, for any 
kind of mail, directly on the enve- 
lope . . . with postmark and small 


PITNEY-BOWES 


Postage 
Meter 


World’s leading makers of mailing machines... 
offices in 93 cities in the U. S. and Canada. 


—_—_— 


advertisement (optional). Has a 
built-in sealer for envelope flaps. 
Also handles parcel post. 


® Set by your postoffice for any 
amount of postage you want to 
buy, the meter protects postage 
from loss and theft. Easy-to-see 
registers show the amount of post- 
age on hand, amount used. 


® There’s a meter for 
every user of mail, large 
or small! Ask the nearest 
PB office to show you 
...or send coupon 

for information. 
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PITNEY-BOWES, Inc. — 
3848 Pacific Street, Stamford, Conn. 


Send the booklet on the DM. 


Name 





NABAC Convention Sets New High 


Speakers emphasize importance of greater responsibility to 
individual and community—greater internal safeguards—better 
credit files—sound salary programs—better forms. 


is the Room for Improvement. 

This challenging motto each 
month greets the readers of Harry 
E. Mertz’s Research Section of 
AUDITGRA\M, the official publica- 
tion of the National Association of 
Bank Auditors and Comptrollers. 
Some little idea of the size of that 
room was gained by those in attend- 
ance at the 26th annual convention 
of that association, held in the huge 
main arena of the Municipal Audi- 
torium in Kansas City, October 23- 
26. The vast array of exhibits of all 
of the latest and best in operational 
equipment and techniques, and a 
very constructively helpful pro- 
gram, left one with the feeling that 
the “Room for Improvement” must 
inevitably be growing smaller; but 
with horizons so expanded as to 
make it appear larger than ever. 
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T= BIGGEST ROOM in the World 


Mills B. Lane, Jr., president of 
the Citizens. & Southern National 
Bank, Atlanta, Ga., also a former 
president of NABAC, was the first 
speaker. He described the current 
struggle on the economic front as a 
battle between incentive and hand- 
out. “It is being fought,” he said, ‘“‘on 
two fronts: political freedom and 
managerial freedom. Business and 
its management helped produce this 
country’s greatness; then it slipped 
in its responsibility. 

“For a time, all any candidate 
who wanted to be elected had to do 
was to campaign against business. 
But business is coming back and 
shouldering its responsibility to the 
individual. It is improving its tech- 
niques. It is helping the individual 
avoid frustration. By executive ro- 


tation and other methods it is 
regaining that teamwork that rec- 
ognizes the individual.” 

J. H. Shreiner, vice president, 
Towers,. Perrin, Foster & Crosby, 
Inc., Philadelphia, Pa., stressed the 
importance of keeping employees 
fully informed regarding the pen- 
sion and other benefits they were 
receiving in addition to their take- 
home pay. A talk by Karl A. Sim- 
son, comptroller, Bank of New York 
and Fifth Avenue Bank, New York, 
N. Y., presented, step by step, a 
thorough-going “Continuous Audit- 
ing Program for the Smaller Trust 
Department.” 

For the purposes of one afternoon 
and one morning session, the con- 
vention was divided into two groups 
in order that those particularly in- 

(Continued on page 30) 


Photo: President Allen welcomes Treasurer 
Shepler to the ‘Executive Committee. Left to 
right: 2nd Vice President Ehrhardt, retiring 
President Lyle, First Vice President Lichtfeldt, 
Secretary Chaney, Executive Director Johnson, 
and Executive Secretary Cochard. 
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TO BANKS 
WITHOUT A FOREIGN DEPARTMENT 


Seeking profitable, 


timely business 


Letters of Credit—both domestic and foreign—are 

increasingly used as a financing method by business today 

—whether as buyer or seller. There are definite, practical 

reasons for this trend—time saved, flexibility permitting 

quick decisions in concluding a deal, and reduced time involved 
in credit investigation. 


You do not need a foreign department to participate in this trend. 
You provide the judgement of credit and knowledge of the 
character and standing of the borrower; we provide the mechanics 
of issuing the Letter of Credit. Your customer benefits, 

and both your institution and ours are adequately compensated. 


Write us about Letters of Credit and we will explain 
how we can "get together” on handling such transactions, 


THE PHILADELPHIA NATIONAL BANK 
Organized 1803 PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Can ene 


With the Recordak Single Posting System, your 
bookkeepers post only to a statement...which 
is microfilmed at the end of the month and 
sent to the depositor along with his can- 
celled checks. The film record then 
serves as the bank’s ledger. 


me 
4. Sa VE 7m Recordak Single Posting eliminates unneces- 


sary duplication . . . adds hours of productive work to each 
bookkeeper’s day. There’s only one record to post . . . there’s only 
one posting a day—which means that your staff can handle many more 
accounts—with less fatigue . . . with greater accuracy. 


You can reduce your bookkeeping 
machine requirements substantially when you 
eliminate the costly second step—ledger posting. You'll find, too, 
that there’s less wear and tear on the equipment you use . . . less 
maintenance expense. Furthermore, you’re in a position to handle 
expanding account activity without investing in additional 
bookkeeping machines. 


=RECORDPK 


(Subsidiary of Eastman Kodak Company) 


originator of modern microfilming — and its application to banking systems 


2. Save equipment 





Your bookkeepers post all items in a single run 
...are spared the time-consuming job of 
handling the same records several times a 
day...as is often the case in dual-posting, 


ae S8 Ve filing pau bulky 


ledger records, you have compact rolls o: 
microfilm which can be filed in as little as 1% of the 


: / space previously required. Whenever you wish to 
ave stati 0 review a record—it’s at your finger tips . . . ready for 
® 


immediate checking in the Recordak Film Reader, 
which enlarges each tiny film image to convenient 
reading size. 


Ledger sheets are a thing of the 
past when you adopt Recordak Single Posting. So 
look at your stationery costs now . . . and count on 
cutting them approximately in half. 


Besides cutting your bookkeeping costs, 


Recordak Single Posting also gives you greater protection—photo- 

graphically accurate and complete microfilm records of checks, 

statements, and other items handled by your bank. Records that can’t 
be tampered with or altered without detection . . . 
that can be vault-stored conveniently, if you wish. 


- Learn the whole story on Recordak Single Posting 
... and Recordak’s new “Buy or Rent Plan,” which 
gives you microfilming equipment designed for the 
volume of your bank on the basis you prefer. Write 
Recordak Corporation (Subsidiary of Eastman Kodak 
Company), 444 Madison Ave., New York 22, N. Y. 
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terested in the problems of small 
banks or those of large banks, 
might attend sessions devoted to 
one or the other. Wallace H. McDan- 
iel, executive vice president of the 
Northwest National Bank of Chi- 
cago, stressed the need for auditing 
programs in small banks. 

The small bank embezzlement, he 
said, always turns up in the least 
expected places and the embezzler 
usually turns out to be a church- 
going home-body, not the hardened, 
beetle-browed, square-jawed thug 
that one would regard with sus- 
picion. He introduced figures show- 
ing that seven out of ten shortages 
in banks under 2 million dollars 
were caused by officers of small 
banks—out of 810 shortages 569 
were committed by officers, 241 by 
employees. He suggested group ac- 
tion to the end that the cost of in- 
dependent outside audits might be 
brought within the range of the 
smaller bank. 

R. L. Mullins, president of the 
Wolfe City National Bank, Wolfe 
City, Texas, spoke to the small bank 
group on “Credit Files in Country 
Banks.” In addition to the items 
customarily found in a credit file, 
he suggested the insertion of used 
or old liability sheets in order to 
save the time otherwise consumed 
in copying information from them. 
He also suggested insertion of a 
copy of the remarks, conditions, 
terms and agreements under which 
a loan is made, the same to be signed 
or initialed by the customer, as well 
as the remarks of examiners who 
take exception to loans to the cus- 
tomer in question. 

News of land transactions, deaths, 
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inheritances, moves, purchases, 
trades, and comments on loan dis- 
cussions, visits, inspections, etc., 
should also be inserted, he said. 

The session concurrently held for 
large banks consisted of a panel on 
“Auditing Problems in Savings De- 
partments.” The subjects discussed 
were Christmas club systems, dor- 
mant savings accounts—service 
charges and escheatability, and the 
auditing savings account deposit li- 
ability. 


A Sound Salary Program 


At another small bank session, 
Joseph C. Welman, president of the 
Bank of Kennett, Mo., discussed “A 
Salary Program for Smaller Banks.” 
He described the steps essential to 
the establishment and maintenance 
of a sound salary program as fol- 
lows: (1) analysis—what the jobs 
are, (2) evaluation—how do they 
compare, (3) grading—dqualifying 
the jobs, (4) pricing—selection of 
salary schedules, (5) performance 
rating—checking individual de- 
livery on the job, (6) putting the 
program to work, and (7) main- 
taining it. In a subsequent panel 
discussion, these subjects were 
among those covered: Lobby space 
and tellers—combining paying and 
packaged currency, lobby deposit 
box; customer relations—greeting 
customers, telephone usage, floor- 
men and guards; service charges; 
equipment—maintenance and care, 








Past NABAC presidents at their annual dinner, left to right, seated: Arthur R. Burbett, Pau! D. 


purchasing new equipment; turn- 
over, selection, and training of em- 
ployees: staff meetings, suggestion 
boxes, and many more. 


Cold Impersonal Forms Deplored 


At the large bank session a panel 
discussion covered such subjects as 
microfilming, sorting checks, im- 
printing checks, incentive plans and 
production control on some of 
which there was a considerable dif- 
ference of opinion. An outstanding 
address was one in which Lewis F. 
Gordon, vice president, Citizens & 
Southern National Bank, Atlanta, 
Ga., discussed the public relations 
aspects of bank forms which reach 
the public. His talk was entitled 
“Bank Forms—Silent Messengers 
with Loud Voices.” The talk was 
based on an analysis of forms re- 
ceived from about 150 banks. His 
requests for these forms brought 
forth many interesting comments. 
One banker expressed horror at the 
discovery that his bank was us- 
ing 4400 different forms. Another 
thanked Mr. Gordon for bringing 
the subject of forms to his attention 
and indicated that corrective meas- 
ues would be adopted immediately. 
Mr. Gordon deplored the extent to 
which forms were apparently being 
written by attorneys and urged 
the elimination of minute type, 
long, wordy explanation, technical 
phraseology, and other character- 


Williams, O. A. Waldow, C. Z. Meyer, and Mills B. Lane, Jr. Standing, left to right: Edward F. 
Lyle, John C. Shea, E. G. Armstrong, J. Wm. Massie, Evan M. Johnson, and Charles Gordon. 
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0A. «. 75th-anniversary year of the American Bankers Association 
draws to its close, uncertain days lie ahead. But in the firm and unwa- 
vering support which the bankers of the country give the government in 


combating inflationary trends and channeling credit into vital produc- 


tive uses, America finds a heartening measure of its great financial and 


industrial reserve strength. ..a matter for quiet and grateful jubilation. 
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istics which make forms generally 
cold and impersonal. 

Henry G. Diefenbach, comptrol- 
ler, United States Trust Company, 
New York, N. Y., stated in the 
course of a panel discussion of con- 
sumer credit costs that an accurate 
appraisal of such costs is important; 
that there is a general and urgent 
need for thorough and efficient cost 
analysis of consumer credit opera- 
tions. Paul D. Williams, vice presi- 
dent and comptroller, Corn Ex- 
change National Bank and Trust 
Company of Philadelphia dealt 
with ways and means of presenting 
cost figures to management and 
generally following through with a 
constructive program of cost con- 
trol. William H. Hurtzman, comp- 
troller, First National Bank of Phil- 
adelphia, presented as part of the 
same panel discussion, cost figures 
taken from surveys made by eight 
banks located at widely separated 
points, together with a schedule 
which he had prepared suggesting 
a breakdown of consumer loan de- 
partment costs. 


Walk-Up And Drive-in 
Banking Discussed 


The final session of the Conven- 


tion opened with a panel discussion 


of “Walk-Up and Drive-In Bank- 
ing,” the first treatment of any kind 
the subject had received on a NAB 
AC program. O. F. Kuny, cashier of 
the Millikin National Bank, Deca- 
tur, Illinois, presented a detailed 
description of the various facilities 
in this general category available to 
banks. The very complete drive-in 
service installed by the City Na- 
tional Bank and Trust Company of 
Kansas City, Mo., was described by 
G. W. Ballew, personnel director of 
that bank in a talk well illustrated 
by charts. A. E. Duane, vice presi- 
dent of the American Trust Com- 
pany, San Francisco, weighed the 
question of whether or not these 
facilities provided the ultimate -an- 
swer to problems growing out of 
increasing traffic congestion and 
lack of adequate parking facilities. 
He particularly stressed the im- 
portance of all-out encouragement 
of increased banking by mail as one 
measure of relief. 

Joseph R. Frey, president of the 
Lake Shore National Bank of Chi- 
cago and president of the Illinois 
Bankers Association, followed with 
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a talk on “Year ’Round Auditing by 
the Directors’ Examining Commit- 
tee.” He urged the adoption of a year 
around auditing program under the 
general supervision of the Directors’ 
Examining Committee, whose spe- 
cific duties would include the hiring 
of a competent auditor or comp- 
troller, and the formulation of a 
schedule of verification for the guid- 
ance of the operating and auditing 
departments. 


A Plea For Greater Community 
Relations Consciousness 

Elwood M. Brooks, president, 
Central Bank & Trust Company, 
Denver, Colorado, made the final 
talk of the convention sessions. He 
made a strong plea for greater com- 
munity-relations consciousness on 
the part of banks, and made pointed 
reference to the importance of pub- 
lic support to the maintenance of 
our chartered banking system. He 
stressed the importance of giving 
the greatest possible number of peo- 
ple the best possible service, and 
especially mentioned small loans as 
a particularly effective means of 
promoting good public relations. 

There were numerous. enter- 
tainment features climaxed by a 
farewell party following the ban- 
quet, an outstanding feature of 
which was a 62-place speakers’ 
table. R. C. Kemper, president, City 
National Bank & Trust Company, 
Kansas City, Mo., served as toast- 
master and introduced the speaker, 
W. M. Ostenberg, superintendent of 
schools, Salina, Kansas, who spoke 
on the subject, “America, Un- 
limited.” 

Burton P. Allen, president of the 
First National Bank, Milaca, Minn., 
is the newly elected president of 
the association, succeeding Edward 
F. Lyle, vice president and comp- 
troller of -City National Bank & 
Trust Company, Kansas City, Mo. 

Clarence H. Lichtfeldt, comptrol- 
ler for the First Wisconsin National 
Bank, Milwaukee, Wisconsin, was 
elected first vice president; George 
Ehrhardt, assistant vice president of 
the Central Hanover Bank and 
Trust Co., New York, N. Y., second 
vice president; Ira C. Chaney, audi- 
tor for the Crocker First National 
Bank, San Francisco, California, 
secretary; and Robert H. Shepler, 
vice president and cashier of The 








Denver National Bank, Denver, 
Colo., treasurer. 

Evan M. Johnson is executive 
director of the association’s national 
headquarters, with offices at 38 S. 
Dearborn St., Chicago. Darrell R. 
Cochard is executive secretary and 
Harry E. Mertz is secretary to 
technical committee. Mr. Cochard 
and Edward G. Lucht are editor and 
managing editor, respectively, of 
AUDITGRAM. 


Ways Of Celebrating 


(Continued from page 25) 

some promotional angle such as a 
local thrift essay, poster or other 
type of contest culminating during 
Thrift Week with the announcement 
of the winners. Or perhaps you may 
wish to select the “Thriftiest 
Couple” from your community. A 
thrifty family may be honored at a 
special Thrift Week community pro- 
gram. Such promotional opportuni- 
ties are many. 

Cooperative advertising is still 
another technique that a group of 
institutions may wish to try. A 
masthead mat describing the pur- 
pose of Thrift Week is available for 
full-page advertising. 

A wide use of the above sugges- 
tions may help preceptibly in the 
matter of curtailing inflation. It is 
something which concerns all 
Americans and the observance of 
National Thrift Week is one medium 
that your institution or groups of 
institutions may use. 

Write the National Thrift Com- 
mittee headquarters for a complete 
description of all Thrift Week ma- 
terials. The address is 121 West 
Wacker Drive, Chicago 1, II. 





On Preserving Democracy 


An economy of private property 
and individual choice is tremen- 
dously strong, with four million 
businesses competing to find some- 
thing to sell to the public at a profit 
and with each individual working 
to better his station in life. Under 
these conditions a depression, and 
particularly a severe and long last- 
ing one, is an abnormality rather 
than an inherent weakness. The 
great danger is that remedies may 
be applied that will damage the in- 
centives that are the mainspring 
of our system.— Northern Trust 
Company’s Business Comment. 
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BURROUGHS 
COMMERCIAL TELLER’S 
MACHINES 


“Our experience has proved that depositors get faster service. Neither 
the bank, our tellers or our depositors would ever consider a return 
to the old pen and ink system.” Washington Union Trust Co., 
Washington, Penna. 


“From the start our depositors cooperated with us and agreed that 
we were giving them the latest, most up-to-date operation. The 
machines have achieved for us the results you said they would.” 
Farmers Bank of the State of Delaware, Dover, Del. 


‘modern, jarogressive 
| ‘aaa 


Customers like to deal with banks that use 
Burroughs Commercial Teller’s Machines because 
these machines let them get in and out fast, and 
give them clear, accurate records of their transac- 
tions. Tellers like the machines because they speed 
up and simplify the work, help prevent errors, and 
cut down balancing time. It’s easy to gain these 
benefits in your bank. We'd like to tell you how 
easy it is. Call your local Burroughs man today. 
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“Speeded up handling of depositors’ and tellers’ cash proof... 
helped reduce and assisted in Seeds cash differences. Gave positive 
identification to deposit. Gave each teller his own adding machine.” 
The First National Iron Bank, Morristown, New Fersey. 


“Since we began using these machines we have noticeably speeded 
up our window work . . . and the tellers’ work has been considerably 
simplified. Our customers are pleased with the service.” The National 
City Bank of Rome, Rome, Ga. 


WHEREVER THERE'S BUSINESS THERE’S Bu rroughs 
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Every Farmis ... . 

(Continued trom page 12) 
vestigating. A well-trained, capable 
fieldman would be highly valuable 
to a bank offering such a program, 
and the program might well make 
such a fieldman a paying proposi- 
tion. 


We have many small banks in 
Missouri that are too small to em- 
ploy fieldmen. That doesn’t mean 
that they can’t have an active farm 
program. The bank officials can very 
well learn a lot more about modern 
farming; and here in Missouri the 
Missouri Bankers Association is 
making that easy. Several years ago 
I attended the first short course 
sponsored by the association and 
the Missouri College of Agriculture. 
This short course, an intensive 
three-day course in modern agri- 
cultural methods, was an immediate 
success. 


A “Balanced Farming” Program 

In Missouri our Agricultural Ex- 
tension Service has developed what 
is termed “Balanced Farming” in 
which all enterprises on a farm are 
correlated under a single plan to 
return the highest net profit pos- 
sible while at the same time con- 
serving the soil. Comfortable living 
on the farm also is a factor in 
Balanced Farming planning. 

Missouri’s bankers have been 
made acquainted with this program 
through the short course and 
through regular meetings of the 
state association. 

Balanced Farming has been taken 
one step further. To speed action 
on farms, special county agents have 
been employed to give special atten- 
tion to small groups of farmers in 
a county forming what is called a 
“Balanced Farming Association.” 


Such an association usually consists 
of from 30 to 50 farmers and each 
farmer member pays a fee, usually 
$50.00, which goes to pay the salary 
of the special agent. Additional 
funds are raised locally for expenses 
of the association and local business- 
men often contribute to the fund. I 
have noted that banks are among 
the heaviest contributoi's of money; 
and they contribute, as well, a great 
deal of time and effort, both in ac- 
quiring a knowledge of Balanced 
Farming, and in encouraging and 
supporting the program in every 
other possible way. 

Last fall I attended a new type of 
meeting for bankers—a forestry 
school sponsored by the St. Louis 
Federal Reserve Bank. Bankers 
from Missouri towns in which tim- 
ber products bring in a generous 
portion of the community’s income 
were invited to this meeting, held 
at Van Buren in the heart of 
Missouri’s beautiful Ozarks. The 
bankers were amazed to find what 
a profitable thing timber could be, 
if properly managed. 

It is my observation that Missouri 
bankers are doing an increasingly 
effective job of serving Missouri 
farmers because the results are so 
obviously worth while. I have been 
able to name only a few of the banks 
and bankers sponsoring good agri- 
cultural programs. There are many 
more, and I salute the new style 
country banker who regards every 
farm as a factory and every farmer 
as a manufacturer whose success 
will be measured by the over-all 
efficiency of his operations. 


Complementing this story of banker-farmer co- 
operation is that of J. K. McDermott of the 
University of Missouri College of Agriculture 
regarding the startling results achieved by 
another balanced farming program, which will 
appear in our January issve 





MUTUAL INVESTMENT FUNDS 


Prospectus on request from your 


INVESTMENT DEALER 


THE 
AXE-HOUGHTON 
FUNDS 


AXE SECURITIES CORPORATION 
730 Fifth Avenue, New York 19, N. Y. 


or REPUBLIC 


INVESTORS 
FUND, INC. 


Mutual Funds Explained 
In New 18-Page Boo! let 


What Every Banker Should Know 
About Mutual Funds, an 18-page 
booklet by Morris M. Townsend, 
vice president, Axe-Houghton 
Funds, has been written solely for 
the purpose of informing bankers 
on mutual funds in general and of 
the funds under the management 
of E. W. Axe and Co., Inc. (730 
Fifth Ave., New York 1, N. Y.), 
in particular. 


In the belief that “. . . when the 
ownership of American industry 
is more widely distributed among 
the people, they will better under- 
stand and defend our system of free 
enterprise,” the booklet advocates 
mutual funds as “... the most 
logical method of distributing 
ownership of our corporations 
more widely.” 

Pointing out that the banker of 
today is considered as the man to 
consult on financial matters, Mr. 
Townsend charges him to keep 
abreast of changes in the economic 
and financial fields. “The time is 
past when the banker could safely 
advise his depositor to put all his 
cash not needed for operating ex- 
penses into savings accounts, sav- 
ings bonds, and other fixed types 
of investment.” Equities have long 
been recognized, he points out, as 
offering protection against declin- 
ing purchasing power. 

Mr. Townsend lists the two 
fundamental elements now com- 
monly accepted as prerequisites 
for successful investing, as (1) 
adequate diversification (qualita- 
tive, geographical, and industrial) 
and (2) supervision of all invest- 
ments by fuil-time investment 
counsellors who must have spe- 
cialized facilities and training so 
that they can adjust the investments 
to meet changing conditions. 

Mutual funds are not in competi- 
tion with savings bonds and 
savings accounts—the principal 
savings media for the small in- 
vestor; their function is to fill the 
broad gap between savings and in- 
vestment in corporate securities. 

The booklet also explains the 
different mutual funds which are 
available, their reasonably low ac- 
quisition cost, their collateral 
value, their use by trustees, and the 
many benefits derived by the in- 
vestors through their purchase. 


BANKERS MONTHLY 











Mleen WEY Save 
to NALA Wed Uoed, 
Cor Guide UBC... 

















annual issue 


*« Includes specific information 
on body types—ADP prices— 
model identification—shipping 
weights. 


¢ Plus listing mechanical speci- \} 
fications never before available 1} | 
in books of this type. | 


| 5 1 
Also lists standard factory 1 
equipment and major accessory )} 
costs. ; 


Comparative features of new cars. 


Annual Issue contains pocket in 
both covers to hold monthly issue. 


} 
Pocket size simulated leather 
cover. 

} 


Listing of most trucks to 12 tons 
capacity. 


NATIONAL AUTOMOBILE DEALERS USED CAR GUIDE CO 


December, 1950 





THE NEW 


PASSENGER CAR 
IDENTIFICATION BOOK 


fas lt waontly SSUCS 


SUPPLYING CURRENT 
AVERAGE VALUES 


DESIGNATION: The Board of Governors of the 
Federal Reserve System has designated the 
regular monthly issues of the NADA Official 
Used Car Guide among other appraisal guides, 
for use for the purposes of Regulation W. In } 
designating any guide for use for the purposes 

of Regulction W, the Board does not indicate 

any finding by the Board or hy the United 
States Government or by any agency thereof 

as to the accuracy or correctness of the values 
§ shown or of the methods of compilation. Each 

issue of the Guide is designated for use during 

the period and within the territory specified in 

the Guide. This designation has been granted 
through June 30, 1951. 











—— 





SS + 


monthly issue 


% Published for five regions. 


% Accurate retail values based 
on sales reports from dea!ors. 


x Insurance symbols. 

*% Average loan values. 

* Average “AS-IS” values. . 
*% Serial and motor numbers. 
* Body styles. 

* Trucks up to 1% tons. 


A SUBSCRIPTION INCLUDES 
ALL OF THESE SERVICES 
FOR ONLY $7.00 PER YEAR 


QUANTITY PRICES OF COURSE 


1026 17th ST.,N.W. WASH. 6, D. ©. 
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A customer asks that a check which has been 

found to be drawn against insufficient funds be 
certified in view of very definite assurances of a forth- 
coming deposit of ample funds to cover the check 
before it is again presented. Can this be done? 


yy Gross national product, the total value of market 

prices of all goods and services produced by the 
nation’s economy, in the third quarter of 1950 was at 
the annual rate of 


a. $260 billion. 
b. $275 billion. 
c. $286 billion. 


Discount rates at all Federal Reserve banks are 
now 


a. 1% per cent. 
b. 1% per cent. 


4 The daily exchange of checks between local banks 
and the settlement of net balances is called clear- 
ing. What is the nationwide exchange of items called? 


Are banks liable in the event of a burglary of 
their safe deposit boxes if they advertise that the 
boxes are burglar-proof? 


What are two reasons for a bank to keep its sup- 
ply of money on the bank’s premises to the mini- 
mum actually required for normal transactions? 


The greatest source of income for a clearing 
house association is 
a. membership fees. 


b. current assessments on members. 


Where are the three coinage mints under the 
direction of the Bureau of the Mint located? 


fp) The daily output of pennies by the three mints is 


a. 4,500,000 
b. 10,000,000 
c. 8,000,000 
What is the simplest of all bank records? 
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(Answers On Page 56) 


‘bh An instrument is negotiable when it is trans- 
ferred from one person to another in such a 
manner as to 


“a. constitute the transferee the holder thereof. 
b. remove the liability of the payee. 
c. make endorsement unnecessary. 


Circle the letter T if you believe the question is 


true, the letter F if false. 





The imports of the United States in August of 
this year exceeded its exports. T. F. 


Under the terms of Regulation W, as amended 

Oct. 16, 1950, the maximum maturity of all cred- 
its extended in connection with the sale of consumer 
goods is 15 months. T. F. 


The same regulation requires down payments on 
all articles costing $50 or more. T. F. 


Statements of condition are called for by super- 
visory authorities on dates specified by bank 
laws. T. F. 


The clearing process is applied to checks only. 
cide 


Debit balances at a clearing house are usually 
settled by cash. T. F. 


Deposits of corporations are called “public 
funds.” T. F. 


i] In a partnership, each partner ordinarily is re- 
sponsible for the business contracts of other 
partners. T. F. 


The bank, by applying its ‘own endorsement 
stamp to a check, guarantees all prior endorse- 
ments. T. F. 
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When a banker sleeps like a baby 


Sleep comes easy to bankers who are 
protected by BBB No. 24! They know 
they have the broadest coverage avail- 
able against loss of money, securities 
and other property. 


BBB No. 24 is the most modern, 
most thoroughly protective form of 
Blanket Bond for Bankers. For in- 
stance, its coverage applies automati- 
cally to all the Insured’s offices and/or 
branches in existence when the bond is 
written, or later established, unless they 
are specifically excluded by location. 


The bond covers not only the named 
Insured, but also all nominee partner- 
ships composed of officers and em- 
ployees. The list of contingencies 
specifically insured against is strength- 
ened by the words “through being lost 
or otherwise made away with.” 


Investigate all twenty-three features 
of BBB No. 24. Ask an Agent of In- 
demnity Insurance Company of North 
America to give you all the facts. If you 
don’t know who he is, write us, and 
we'll be glad to introduce him to you. 













Insurance Company of North America, founded 
1792 in Independence Hall, is the oldest American 
stock fire and marine insurance company. It heads 
the “North America’ companies which meet the 
public demand for practically all types of Fire, 
Marine and Casualty insurance, Fidelity and 
Surety Bonds. Sold only through Agents or Brokers. 
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INSURANCE COMPANY OF 


COMPANIES, Phcladelphia 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 









NORTH AMERICA 











New Model Added To Line 
Of Master Addresser Co. 


Master Addresser Co. has added 
the Model 40 Master Addresser to 
its line. It has automatic tape move- 
ment for greater speed with less 
effort, and prints addresses without 
using stencils, plates, ribbons or ink. 
Deep throat and adjustable margin 





guide make it easier to imprint 
statements and other forms up to 
4% inches from the paper’s edge. 

Controlled flow saves printing 
fluid and assures more copies from 
the Master Tape. The pressure bar 
gives adequate leverage when the 
master has worn down. Handles on 
the front and the rear spools allow 
tape to be wound in either direction. 

The Model 40 lists at $39.50 plus 
tax and the new record master at- 
tachment is $5.00. Illustrated litera- 
ture may be obtained from Master 
Addresser Co., 6500 W. Lake St., 
Minneapolis 16, Minn. 


New Form-Master Posting Board 
Introduced By Todd Company 


In answer to customer demands 
for a smaller, more compact version 
of its Form-Master posting board 
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Check What You Need And Mail This Form 


1. Addressing Machines 31. Coin Counting and Packaging 58. Night Depositories 

2. Air emp | Machines 59. Night Depository Bags 

3. Architects and Builders 32. Coin Envelopes 60. Pass Books 

4. Bandit Resisting Enclosures 33. Coin and Currency Trays 61. Past Due Notices 

and Alarm Systems 34. Coin Wrappers 62. Pay Roll Envelopes 

5. Bank Building Fixtures 35. Counter Screens 63. Personalized Checks 

6. Banking by Mail Envelopes 36. Coupon Books 64. Personal Loan Advertising 

7. Binders, Check, Bookkeeping, 37. Currency Straps 65. Personal Loan Systems 

— er 38. Dating Machines and Stamps 66. ae aphic Bank Systems 

8. Boo! er oy em 39. Deposit Ticket Files 67. P achines 

9. Bronze and Brass Signs 40. Desk Lamps, Fluorescent 68. Rallings 

10. Bulletin Boards 41. Desk Pen Sets 69. Recorders, Voice 

ll. Calculating Machines 42. Doors, Bronze, Aluminum, 70. Rubber Stamps 

12. Chairs, Posture, Office Stainless Steel 71. Safes, Fire ne Burglar-Proof 
13. Changeable Signs 43. Duplicators 72. Safe Deposit Boxes 

14. Checks 44, Expanding Filing Envelopes 73. Safe Deposit Records 

15. Check Book Covers 45. Filing Cabinets 74. Savings Banks, Home, Pocket 
16. Check Cancelling Perforators 46. Forms, Machine Bookkeeping 75. Scales, Postal, Parcel Post 
17. Check Desks 47. Forms, One-Time Carbon 76. Seals, Coin Bag 

18. Check Endorsers 48. Forms, Continuous 77. }neniey ame Notary, etc. 
19. Check Files 49. Grilles and Gates 78. Storage Fi 
20. Check Protectors 50. Inter-Office Communicating 79. Time and Delayed Time Locks 
21. Check Signers Systems 80. Time Stamps 

22. Check Sorters 51. Interest Tables. 81. Travelers Checks 

23. Check Sorting Trays 52. Ladders 82. Trucks, Tellers 

24. Checking Account Plans 53. Lighting Systems, Fluorescent 83. Typewriters 

25. Christmas Savings Clubs 54. Locking Envelopes 84. Typewriter Stands 

26. Clocks—Outdoor 55. Maps 85. Vaults 
27. Coin Bags 56. Metered Mail Systems 86. Vault, Trucks 

28. Coin Boxes 57. Name Plates and Desk Signs 87. Vault, Ventilators 

29. Coin Changers 88. Visible Records 

30. Coin Counting Machines 89. Windows and Lobby Displays 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St, Chicago 5, In. 


Please have buying information sent us on the items circled above. 
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for payroll preparation, The Todd 
Co., Rochester, N. Y., manufacturers 
of payroll checks and systems and 
Protectograph check writers and 
check signers, has begun production 
on its new Model 66, shown above, 
approximately five inches narrower 
and shallower than its standard 
Model 64. Both models are now 
available through outright purchase, 
rather than on a loan basis, and 
both embody new design features 
which provide even greater effici- 
ency in use and longer life for the 
board. 


Rem-Rand's New Record Sort 
Priced For Small Business 


A modified use of punched cards 
which makes the basic features of 
mechanical recording available for 
small business has been devised by 
Remington Rand Inc., through the 
development of a “Record Sort” 
system, according to a company 
announcement. 

The new “Record Sort” can be 
used for all kinds < of record keep- 





LOWER , 
PRICES 
BETTER 
“equal to the finest,” SIGNS 


cast bronze and aluminum tablets and 
name plates at strictly competitive prices. 


@ Write for FREE folders <& 


Also makers of bronze aluminum and stainless 
steel doors, railings and bank equipment. 


NEWMAN BROTHERS, Inc. 


Dept. B-M Cincinnett 3, Ohio 





Handsome, hand-chased, 
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ing and statistical work, and the 
punched cards can be automatically 
sorted at high speed and utilized for 
manual addition on a standard add- 
ing machine or processed on cen- 
tralized punched-card accounting 
equipment. 





The new Remington Rand system 
is priced within range of the aver- 


age small business, and can be used | 


to set up simplified records from 
which 
marized in manual or mechanical 
reports. 


JAMES K. MC- 
ARTHUR, formerly 
assistant adver- 
tising manager of 
American Ex- 
press Co., has 
been appointed 
advertising man- 
ager. James K. McArthur 

Lawrence Warehouse Co., New 
York, N. Y., nation-wide field ware- 
house organization, has announced 
the appointment of HARRY C. JONES, 
JR., as vice president of the organi- 
zation. Mr. Jones was previously 
district manager for the company 
with offices at 1500 Walnut St., 
Philadelphia, Pa. 


Curtis ‘‘Coronet’’ Series Latest 
In Fluorescent Luminaires 


information can be sum- | 





| 
| 
| 


Telit 


Curtis “Coronet” line is a new 


series of fluorescent luminaires de- | 


signed to provide a most practical 
and efficient method of obtaining 





high levels of quality illumination | 


for offices, stores, and other com- 
mercial interiors. 


“Eye-comfort”’ | 


and “low-brightness,” traditional in | 


all Curtis lighting units, is even | 


more characteristic of this skillfully 
engineered series of fluorescent lu- 
minaires. 

The “Coronet” series is available 
for use with all four, five, six, 
and eight foot fluorescent lamps— 
slimline— low-brightness—or start- 
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Nobody likes to pay : 


for your mail! 


“Postage due”’. .. is irritating to the recipient, a 
pain in the neck to the postman... poor public 
relations for any firm!...A Pitney-Bowes Mailing 
Scale, with its precision built, long wearing, fast 
acting, automatic pendulum mechanism—is 
extremely accurate. Big, easy-to-read, widely spaced 
markings, and a hairline edge on the scale hand...never 
leave you in doubt as to the exact amount and cost of 
postage needed! ...And speed up mailing as well!... 
Special 70 Ib. model for Parcel Post... Call the 
nearest PB office, or write for free booklet! 


PITNEY-BOWES 
Mailing Scales 


PITNEY-BOWES, INC., 
3845 Pacific St., Stamford, Conn. 


Originators of the postage meter . . . offices in 93 cities 


Tr 
We 





December is the month when we 
try to look both ways at the same 
time. As we pause to appraise 
events of the year drawing to a 
close, we are impatient to get a 
peek at the final figures and prepare 
plans for the year ahead. 


During this past year we have 
made considerable technological 
progress. New mechanical devices 
have been installed in our plants 
which, in the aggregate, promise 
to save us a hundred thousand 
man-hours per year. This saving 
will not result in lower prices to 
our customers but will minimize 
price advances which, as this is 
written, appear to be getting out 
of control again. 


The quality of our workmanship 
was improved in some consider- 
able measure which is gratifying 
because, in the race to see who 
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can keep ahead of who, it requires 
some forced self-examination to 
pull our minds away from speed 
long enough to look at quality. 
Our service was maintained despite 
a substantial increase in business. 
We went off the deep end in the 
building and purchase of equip- 
ment, but pretty nearly everything 
we bought was of a character that 
“we couldn't afford not to buy” 
so we are all set for 1951. 


It seems to us, as we contemplate 
the difficulties likely to be encoun- 
tered during this year coming up, 
that buyers of bank checks should 
look for one thing from their 
sources of supply —- dependability. 
To get what you want when you 
want it will in itself be sufficient 
justification for patronizing the 
supplier who can deliver the 
goods. That we can do. 


Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 












































BANK FIGURE PRODUCTION 


with the PRINTING Calculator 





Want to see a king-size boost in your per-operator-hour figuring 
output? 

Just give the unique Printing Calculator a trial run in any depart- 
ment of your bank where rapid calculations are needed every day. 

You'll be amazed —and delighted —with the speed that proof — 
printed on the tape—brings to all your figuring operations. You do 
each problem only once—because proof of accuracy is printed, final. 
Automatic division, direct multiplication . . . high speed addition and 
subtraction—the Printing Calculator combines them for your advan- 
tage ...to give you more figure production. 

For a free no-obligation demonstration of Printing Calculator speed 
and accuracy, call your Remington Rand Business Equipment Center 
today—or send the coupon. 


Memington M¥and 


Business Machines and Supplies Division, Room 2545, 315 Fourth Avenue, New York 10 


Please send me, without obligation, my free copy of figure-efficiency booklet AD 345 ‘‘Com- 
mand Performance.”’ 


Name Title. 
Bank 
Address 


OO 








er type. The units are durably con- 
| structed with all control equipment 
| completely enclosed in a sturdy 
| steel housing. The efficient side re- 
| flectors are available in either alzak 
processed aluminum or steel finished 
baked white “Fluracite.” 
Complete technical and illumina- 
tion data is given in a 16-page bul- 
| letin. Write Curtis Lighting, Inc., 
Dept. CSB, 6135 West 65th St., Chi- 
cago 38, Il. 


Parcel Post Window Service 
Mechanized In 24 Cities 


U. S. parcel post window service 
will soon be mechanized in 24 more 
cities and towns where post offices 
will replace stamps with postage 
meters. The new service cuts down 
waiting-in-line time at parcel win- 

| dows and speeds packages on their 
way without so much as the lick of 

a stamp. 

The installations are part of a 
new contract for 300 special postage 
meters which the Post Office De- 
partment has awarded Pitney- 
Bowes, Inc., makers of mailing ma- 
chines for business and government. 
The machines will be installed in 
some 100 cities and towns, twenty- 
four of them getting the service for 
the first time. 

Here is how the system works: 
the window clerk at the parcel post 
window, after weighing your pack- 
age and computing the fee, takes 
your money and touches levers on 
the electrically-operated postage 
meter machine. 

Out pops a small printed label, 
gummed and even automatically 
moistened, complete with postage of 
the exact value, plus the city post- 
mark and date of mailing. It is 
slapped on your package, and the 
transaction is over. Time spent 
waiting in line is halved, and 
stamp-licking abolished. 

Mechanically, the new device is 
a cousin of the familiar postage 

| meter used by business firms under 
| government license to stamp and 
seal letters in their offices and to 
prepay parcel post charges in their 
shipping rooms. 

The new post office model com- 
pletely eliminates the storing, se- 
lecting, handling and affixing of the 
various denominations of stamps 
needed to make,up the postage 
charges and fees, since any value— 
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| from 1¢ to $10.00—is issued in- 


40 BANKERS MONTHLY 




























stantly in a single “meter stamp.” 
In a test installation in a large 
Eastern post office, a queue of sixty 
parcel-laden people was served in 
exactly ten minutes. 

Hygienically minded people like 
the new system because it does 
away with the handling and tongue- 
licking of stamps. 

There are major savings to Uncle 
Sam as well as postal patrons, since 
the machine not only speeds up 
window and counter service, but 
“metered” parcels require no can- 
celing and postmarking and can be 
more quickly sorted for early train 
dispatch. 


Tape Minder Answers 
“Proof Runner's Prayer” 


The new Fan-fold Tape Minder, 
designed primarily for banking, 





brokerage, accounting and insurance | 


organizations, eliminates the time- 


consuming details of handling and | 
storing the record tape from proof | 


machines. 

This compact office appliance, 
when mounted on an IBM Proof 
Machine receives the moving tape as 
it emerges, guides it over a series of 
rollers which allow the operator 
easy access for checking, and then 
fan-folds it automatically to a uni- 


form measure, sharply creased and | 
ready for filing. While in operation | 


it maintains a gentle tension on the 
tape to safeguard against overprint- 
ing and reverse loops, and if a dif- 


ference in the listing is discovered, | 


the operator flips on a small red | 


call signal to summon the floor | 


supervisor. While he checks the tape 
and the items concerned, the girl 


continues her operation § undis- | 


turbed. 


Efficiency men and firms inter- | 


ested in receiving further informa- 
tion on the Fan-fold Tape Minder 
may write direct to the Cycle Equip- 


ment Co., 461 Market St., San Fran- | 


cisco 5. 


Curb Teller Helps Banks 


Unable To Have Drive-In Window | 


The Duplex Electric Co., manu- | 
facturers of complete bank protec- | 
tion, have placed on the market a | 


Curb Teller as an aid for banks that 
do not have space for a drive-in 
window. The Curb Teller relieves 
the parking problem and attracts 
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BANK TYPING OUTPUT with the 
Remington £lecfri-conomy Typewriter 


Need more—and top quality—letters, forms, documents per typist 
... to justify mounting office costs, meet the manpower squeeze? 

The famous Remington Electri-conomy Typewriter is your bank’s 
answer —the machine that’s topping them all. 

The Electri-conomy is out in front with years-ahead superiority: 
Standard keyboard arrangement and slope provide immediate transi- 
tion from manual typewriters. . .scientifically developed, typist-tested 
touch allows natural typing position for the wrists and fingers —cuts 
typing errors to the minimum. And, you can get up to 20 clear, legible 
copies all with the same uniform printwork in one typing with this 
remarkable machine. 

The Electri-conomy gives you these plus values and more .. . for 
more typing production. Call your Remington Rand Business Equip- 
ment Center today for free Electri-conomy Test, or send the coupon. 


MAKE THE £lerfri-conomy TEST TODAY 


Business Machines and Supplies Division, Room 2544, 315 Fourth Avenue, New York 10 
___Please arrange FREE Electri-conomy Savings Tests in my office. 
___ Please send me FREE valuable bulletin RE 8353 on Electric Typing. 
ee 
Bank 


Address 


increased business to the bank. 

The curb unit is equipped with a 
teller door, speaker, clock, call-bell, 
mirror, and elevator. The teller is 
located beneath the sidewalk. The 
microphone enables the teller and 
depositor to converse, and the mir- 
rors permit them to see each other. 
| The small elevator, which operates 
between depositor and teller carry- 
ing money and receipts, is operated 
electrically and is equipped with all 
automatic and safety devices. The 
teller door in the unit is normally 
locked and is opened and closed by 
operation of the elevator. 

This system can be applied to 
bank interiors for customer trans- 
actions with tellers located on other 
floors. 

Night Depositories may be fur- 
nished in combination with the Curb 
| Teller. 


Inquiries should be addressed to 
Duplex Electric Co., 71-73 Grand 
‘ B St., New York 13, N. Y. 


news since reserved seats! 


Taking inventory of unused tickets, and counting turned- 
in tickets as a check against receipts . . . have always been 
box office headaches. Now the New Year’s Day admissions 
to the Rose Bowl could be counted in little more than an 
hour—by the Tickometer! 

The Tickometer counts (and optionally imprints) all kinds 
of paper forms. . . tickets, tabs, sales slips, currency, checks, 
coupons .. . automatically and accurately, at 500 to 1,000 
items per minute—far faster than the most experienced | 
manual checker in any business. It’s saving time and money 
in hundreds of business and financial houses, transport and 
amusement companies. 

















| Tenite Index Holders 


The Tickometer is rented—never sold, needs no large Aid Paper Sorting a 
expenditure or outlay. To learn more about it, call the near- Clear Tenite plastic index holders 
est PB office, or write direct for illustrated booklet. on this paper-sorting equipment are 
2 | angled for faster manipulation and 
OP . longer wear. It is not necessary to 
‘PB - 
Pitney Bowes dig with the fingernails (as in han- 


dling a flat type of label holder) to 
lift the tab. Thus, use of the holder 
greatly reduces the amount of bend- 
ing or cracking which the tabs are 
likely to receive over prolonged use 
and, in addition, permits easier 
reading of labels. Friction between 
holders is lessened considerably. 


The angled Tenite label holder is 


TICKOMETER 


Made by the originators of the postage meter. . . 
offices in 93 cities in U.S. and Canada. 
PITNEY-BOWES, Inc. 

3865 Pacific St., Stamford, Conn. 

Please send illustrated Tickometer booklet to: 









Name te arian eee produced by continuous extrusion, 
Firm __._______ ———— cut to the propér lengths, and at- 
Address___ = tached to tab edges by means of 





rivets. The plastic is of excellent 
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clarity and is dirt resistant, tough, 
and rigid. 

Paper-sorting devices with angled 
Tenite index holders are produced 
by Savasort Co., 416 Sixth St., West 
Palm Beach, Fla. 


All-New MailMaster Opens, 
Seals And Stamps Mail 


The mailMaster is a small, com- 
pact business machine that opens, 
seals and affixes postage stamps. A 





time saver, it occupies a space only 
as large as a letterhead and makes 
an attractive desk unit. It speeds 
the movement of incoming and out- 
going mail, protects postage and 
saves precious time,. money and 
effort. 

The retail price of the mailMaster 
is $52.50 plus tax. It is immediately 
available through Commercial Con- 
trols sales offices in all principle 
cities throughout the United States 
and Canada. 

For further information contact 
the above or write to Commercial 
Controls Corp., One Leighton Ave- 
nue, Rochester 2, N. Y. 


Customer Brochure Stimulates 
Individual Savings Accounts 


Banks interested in promoting in- 
dividual savings accounts will find 
the new brochure of Dilley, Martin, 
and Hess, Inc., 238 S. Meridian St., 
Indianapolis, Ind., of particular 
value. The theme of the brochure is 
simple: Saving is the convenient 
way of having; the inference is ob- 
vious—there is no other safe way of 
having. - 

The brochure uses examples of 
great Americans who have saved to 
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have. To the classic examples of 
Franklin, Lincoln, Carnegie, and 
Edison, the brochure adds Will 
Rogers and Knute Rockne. This 
addition of two men who don’t seem 
quite so distant and impressive 
brings the theme to every account 
level. 

To combat the “something for 
nothing” disease which is injecting 
a growing portion of our population, 
banks can do nothing better than 
repeat the fact that there is only 
one way of having and that is by 
saving. Dilley, Martin, and Hess 
will be glad to show you samples 
of this brochure if you care to add 
their American note to your public 
relations material. 


Store Outlets For Bank 
Money Orders 


Utilizing more than 30 outlets, 
including seven of its own branches 
plus department stores, drug stores, 
hotels, and restaurants, the National 
Bank of Commerce of Seattle, Seat- 
tle, Wash., recently inaugurated a 
streamlined personal money order 
service. 

It was the first bank in the coun- 
try to offer the new service, which 
embodies improvements affecting 
the bank, the outlet, and the cus- 
tomer in speed, control, customer 
appeal, and profit possibilities. 

Although remittance services 
made available through stores are 
generally used as traffic-builders 
and customer service facilities, the 
new personal money order service 
is so fast and requires so little work 
by the issuing clerk that it can 
easily be developed as a profit-pro- 
ducer for any outlet, according to 
officials of the Todd Co., Rochester, 
N. Y., which installs and services the 
system. Research has shown, they 
state, that income from a personal 
money order plan can show a profit 
on the operation of a desk at which 
the clerk handles the service in 
addition to such duties as stamp 
sales, gift-wrapping, and similar 
services. 

Here are the workings of the plan 
as operated by the National Bank 
of Commerce through its cooperat- 
ing retailers and similar establish- 
ments: 

1. The personal money order is a 
triplicate form with the original, 
which becomes the purchaser’s 








i] PUNCHES sheets and covers of any size 
i} or weight, quickly, accurately 


BINDS up to 250 books an hour with 
_ colorful GBC plastic bindings 


BIND THIS MODERN WAY 
right in your own OFFICE 
or plant 


Add prestige...color...atten- 
tion-compelling appearance to 
reports, presentations, catalogs. 
GBC plastic binding equipment* 
quickly ...easily... economically 
binds loose pages of all sizes 
into handsome custom-made 
booklets. Pages turn easily... 
lie flat. Complete office equip- 
ment costs less than a type- 
writer...saves 50% over old- 
fashioned fastener-type covers. 
Anyone can operate. 

*PATENTS PENDING 


SPECIAL TRIAL OFFER 
b memo | Send today for information 
T1493 and 2 handy pocket memo 


books bound on this equip- 
ment. No obligation. 
General Binding Corporation 
808 W. Belmont Ave., Dept. pm.12 
Chicago 14, Ill. 











SPEED UP 
COIN 
COUN 


STEEL- é hie 


TUBULAR 
WRAPPER 
1S PUSHED 
UP FROM 
BOTTOM 





Saves time and speeds up counting of pennies, 
nickels, dimes, quarters, and halves. Just push 
tubuvlar wrapper up inside of Bakelite stem, 
holding bottom closed with finger. Count 
coins into hopper. Pull wrapper from bottom 
and crimp ends. In five sizes. 


SET OF S SIZES 


The c. & DOWNEY Company 


HANNIBAL MISSOURI 


ngeAd Mfr4. 4 















BANK ADVERTISING | 


Year End.... 


* THANK YOU MESSAGES 

* STOCKHOLDER MESSAGES 
* STATEMENT OF CONDITION 

* XMAS GREETING CARDS | 


For Samples, Write 











BAUDER-BAKER inc. 


225 NO. MICHIGAN AVE., CHICAGO'1, ILL 


ee Be Ge Be fe Se 
YOUR PHONE PROBLEMS 

SOLVED! 

@ PRIVACY 

© OFFICE QUIET 

@ BETTER HEARING 
THE NEW IMPROVED 


HUSH-A-PHONE 


Snaps on transmitter. Wt. 5 oz. 
A Lifetime of service for $10. 
Request Liter. or Call MU 3-6063 
HUSH-A-PHONE CORP. 


65 Madison Avenue ® N. Y. C. 
SE MORN MRS: Pee ee 










AUTOMATIC TELLERS CASH TICKETS 


Self-duplicating with clean, clear carbons, these 
tickets speed auditing procedures. Numbered or 
blank, in pink or white, packaged 1000 to box. 
Quantity discounts. immediate shipment. Write for 
free samples and prices. 

J. Worth Baker & Co. 


135 S. Pennsylvania St 
Indianapolis 4, Ind. 





FOR BANK OFFICERS 


SAMPLES ON REQUEST 


gg" = NALLY 8 
H [538 sO. CLARK $ 


CHICAGO 5, ILL. } 





Bulletin and Directory Boards, for every purpose, 
made in wood or metal frames, with or without | 
electric lighting, for indoor and ovtdoor use. 


Tell us your requirements or send 
for iliustrated literature 


ACME BULLETIN CO. Kee Yous. n 


New York 3, N. Y. 
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“personal check,” printed on special 
surface design, protected paper 
which effectively prevents altera- 
tion. The duplicate becomes the 
bank’s register copy, while the trip- 
licate becomes the customer’s re- 
ceipt. 

2. The customer steps up to the 
personal money order counter and 
asks for a check in the amount of 
$30.00, for example. He pays $30.00 
plus a 15 cent fee. The clerk merely 
imprints the triplicate set for $30.00 
with a single stroke of the lever of 
the Todd Protectograph furnished 
by the bank but bearing the store’s 
name as a prefix to the dollar 
amount. The clerk pulls the bank’s 
duplicate from the set and hands 
the original and the tripljcate to the 
customer. 

3. The customer completes the 
form by filling in the date, payee 
name, and his own address. He mails 
the original and keeps the triplicate 
for his records. 


Eliminates Hours Of Record Keeping 


Thus, as far as the issuing clerk 
is concerned, the operation is re- 


| duced to a single step—just the 
| writing of the amount with the 





Protectograph—completed in a 
matter of seconds. There is no writ- 
ing to be done, no register to keep. 
At the end of the day, the duplicates 
of checks sold that day, plus funds 
to cover them, are sent to the bank 
with a simple deposit slip. Many 
hours of record-keeping are elimi- 
nated. 

The 15-cent charge is standard at 
the National Bank of Commerce for 
amounts up to $100. Where outside 
outlets are used, half the fee goes 
to the bank, half to the store. 

The bank launched its personal 
money order plan by announcing it 
in large newspaper ads, plus use of 


the local shopping news, radio, tele- ° 
| vision, and other advertising media. 


Department stores offering the 
plan tied in with the bank’s own 
advertising program, which, in turn, 
emphasized availability of the serv- 
ice at the stores as well as its own 
main office and branches. 

Future plans call for promotional 
emphasis on the variety of uses to 
which personal money orders can 
be put, including special newspaper 
copy immediately before the pay- 
ment dates for real estate and in- 
come taxes. 


New National Teller’s Machine 
Speeds: Window Work By 30%, 


A new machine designed to speed 
service and increase accuracy at the 
bank teller’s window is being an- 
nounced by The National Cash Reg- 
ister Company, Dayton, Ohio. It is 
known as the National Teller’s Ma- 
chine. 





National Tellers’ Machine— 
Two Machines in One 


The machine was developed to 
meet the needs which bankers, 
themselves, outlined, the company 
states. Actually, the new machine 
is two machines in one. In addition 
to providing mechanized control 
over all teller’s transactions, it also 
provides a built-in adding machine 
feature which can be used inde- 
pendently of the teller’s records at 
any time. 

A special type of combination de- 
posit ticket and receipt is filled out 
by the depositor. The teller inserts 
it into the machine and records the 
amount by depressing the proper 
keys. In one operation the machine 
validates both the deposit ticket 
and the depositor’s receipt with ma- 
chine-printed figures. At the same 
time it records the amount on an 
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of Moncy Wrappers 
Write today for Free Somples 


STANDARD PAPER GOODS MFG. CO. 
Mass. 
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audit tape and adds it into the ma- 
chine’s deposit total, both of which 
are locked inside the machine and 
available only to the auditor’s key. 





DATE AmouUNT 


OCT 14-503-951 001 D**1,000.00 
THIS IS YOUR RECEIPT 


THE CATE. BANE GYNECOL. TELLERS WUNSER. TRANSACTION 
NUMBER 26D AMOUNT OF TOUR DEPOSIT ARE OnOWN ABOVE 


OCT 14-503-951 001 D**1,000.00 | 
CENTRAL-PENN NATIONAL BANK 


MOTES (5's and upwards 





NOTES (1's and 2's) 
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Special combined deposit ticket—receipt form 

filled in by the depositor and validated in a 

single operation by the new National Teller’s 
Machine. 

The teller can handle all types of 
transactions on this machine, for six 
or more totals are instantly avail- 
able for cash balancing. 

The built-in adding machine fea- 
ture permits the teller to obtain 
separate batch totals of cashed 
checks or other add-listing require- 
ments at any time without using a 
separate adding machine. It also 
provides a printed tape of such 
listings for proof of accuracy. Use 
of this feature does not affect the 
grand total of checks cashed, which 
remains locked in the machine. 

The National Teller’s Machine 
makes possible an increase in speed 
at the teller’s window of 20% to 
to 30% over the conventional hand- 
and-pass book method, the manu- 
facturer estimates. 
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Tel Autograph Systems 
Offer Special Features 


The TelAutograph  telescriber 
model C, manufactured by Tel- 
Autograph Corp., 16 W. 61st St., 
New York 23, is an instrument 
specially designed to transmit hand- 
written communications directly 
from one point to another. The tele- 
scribers are operated electrically 
and are connected by wire. 

TelAutograph Telescriber Sys- 
tems offer these special features: 

1. The message received is an ex- 


act copy of the original hand- | 


written message. 
2.Orders may be coded—guar- 
anteeing brevity and accuracy. 
3. No delays, such as busy switch- 
boards, etc., are encountered. 
4. No one need be at the receiving 
telescriber when the message 


is being sent. The receiver dis- | 


plays the written message until 
it is noted end removed. 


5. At the day’s end a permanent | 


written file of instructions, or- 
ders, replies, etc., is available 
for reference. 

. Having no keyboard or set type, 
the telescriber’s flexible range 
permits the transmission of any 
language, formulae, codes, etc. 


One to fifty or more receivers may 
be contacted at the same time by one 
transmitter. No special skill is re- 
quired to use the telescriber and the 
facilities it requires are simple. The 
system is installed on a service 
charge basis, requiring no capital 
investment on the part of the user. 


for) 





Pitney-Bowes Wins ‘‘Oscar”’ 
For Best 1949 Annual Report 


A bronze “Oscar of Industry,” 


emblematic of excellence in public | 


relations, has been awarded to Pit- 
ney-Bowes, Inc., when an inde- 
pendent jury of journalists and 
financial experts judged the Stam- 
ford postage meter company as hav- 
ing the best 1949 annual report in 
the office equipment industry. 

It is the second year in succession 
that Pitney-Bowes has captured top 


honors in its industry, the local | 


concern having won three firsts and 
two seconds in the last six years. 
Runners up this year were The Na- 
tional Cash Register Co. in the 
second place, and Burroughs Adding 
Machine Co. in third. 
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DAYTON genuine hand-tooled, cast alumi- 
num and bronze signs, name plates and 
letters are nationally renowned for quality. 


BUY WITH CONFIDENCE! 


Write us NOW for folder of styles. 
Give full details and you will receive 
recommendations and special low prices 
oat once. NO OBLIGATION. 


Dept. B-M, 404 Cutter St., Cincinnati, Ohio 


DAYTON ART BRONZE 
CORPORATION 


Allison 


COUPON 


IT’S A GOOD IDEA 


... to advertise for new 
and repeat Time Sales 
business in your Payment 
Coupon Books. You reach 
your best prospects— your 
customers. The cost is small. 
And your message is sure 
to receive the right at- 
tention. 








Inserts, placed in timely 
positions between cou- 
pons, will do the job ef- 
fectively and make your 
Payment Coupon Book an 
invaluable selling medium 
as well as a collection form. 





Samples of what we have done 
for others will be sent upon 
request. Write to head office: 
Indianapolis 6, Indiana. 
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Andrew L. Gromory Named 
To Head Standstill Committee 


Andrew L. Gomory, vice presi- 
dent of the Manufacturers Trust 
Co., has been named to succeed the 
late Harvey D. Gibson as chairman 
of the American Committee for 
Standstill Creditors of Germany. 


Mr. Gomory has long been rec- 
ognized as an outstanding authority 
in the field of foreign banking and 
credit, having been a member of the 
Committee for the past 17 years 
under Mr. Gibson’s chairmanship. 


Other members of the committee 
are: Walter S. Bucklin, president, 
The National Shawmut Bank of 
Boston; Avery Claflin, president, 
French American Banking Corp.; 
Clinton C. Johnson, vice president, 
Chemical Bank and Trust Co.; 
Russell G. Smith, executive vice 
president, Bank of America; and 
Russell L. Wardburgh, vice presi- 
dent, Guaranty Trust Co. Ewen C. 
MacVeagh of the firm of Davis, 
Polk, Wardell, Sunderland and 
Kiendl is counsel for the committee. 
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Fidelity-Philadelphia Features Displays Of Industrial Customers 


As its part in the fifth annual 
celebration of Pennsylvania Week, 
October 16 to 21, Fidelity-Philadel- 
phia Trust Company again erected 
large booths on its banking floor 
to house the displays of fourteen of 
its industrial customers, all nation- 
ally known names. These exhibits, 
all tied in to Pennsylvania, were 
more elaborate than ever and at 
least half of them contained action. 

A unique feature of the exhibi- 
tion was a large replica of an in- 
vestment office prepared with the 
cooperation of the Investment 
Bankers of America, Eastern Penn- 
sylvania Group, members of which 
staffed the exhibit during the week. 
This exhibit was enclosed by high 
background showing the flow of 
dollars from the individual, through 
banks and investment houses, to in- 
dustry, and out again to the indi- 
viduals in the form of dividends, 
salaries, and purchases. 

The exhibit included a trans-lux 
and ticker direct from the New York 
Stock Exchange; also a board on 
which were listed the industrial ex- 
hibitors on the bank floor, all of 
them Pennsylvania corporations. In 
addition, through the courtesy of 


Standard and Poor’s and Moody’s, 
the various investment services 
furnished by them were also on 
display. No buying or selling was 
done in this imitation office, but the 
attendants were qualified to answer 
investment questions and also fur- 
nished booklets supplied by the 
New York and Philadelphia-Balti- 
more Stock Exchanges. 

Attendance during the week was 
nearly 21,000 and additional pub- 
licity came through the local papers. 

A last-minute cancellation by a 
nationally known company created 
a problem. After considerable dis- 
cussion, the bank hurriedly installed 
a coin counting machine. Ironically 
enough, it proved to be one of the 
hits of the show. 


National Shawmut Opens 
Two New Branch Offices 


The National Shawmut Bank, 
Boston, Mass., has opened two new 
offices, anew Airport Bank at Logan 
International Airport and a new 
office at 63 Kneeland Street, corner 
of Tyler. r 


An entirely new office has been 
built at Gate 15, Logan Interna- 
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tional Airport, with enlarged fa- 
cilities for serving the aviation 
industry and the airport community. 
It replaces Shawmut’s banking 
service located in the temporary 
Terminal Building. In its new loca- 
tion, the Airport Bank will be close 
to the International Section, pro- 
viding a new convenience for world 
travelers. 

The new Kneeland Street Shaw- 
mut Bank is located in the heart of 
the garment district and Chinatown, 
an area which has been served for 
many years by the Essex Street 
Shawmut. 

Ralph B. King continues as mana- 
ger of Shawmut at the airport. 
Donald A. Morrison has been named 
manager of the Kneeland Street 
Shawmut. 


“The Bank Wire’’ Operating 
To Benefit Of 188 Banks 


Inauguration of the new nation- 
wide private wire telegraph system, 
The Bank Wire, largest and most 
modern system of its kind in the 
world, initially interconnecting 142 
banks in 36 cities with fast and 
efficient communications, recently 
took place. 

When Walter P. Marshali, pres- 
ident of the Western Union Tele- 
graph Co. which developed the 
system, touched a button to flash 
the first message to all.banks on the 
network, he brought to a successful 
conclusion almost two years of in- 
tensive planning, research, and en- 
gineering. 

When 46 banks in 18 other cities 
were added to the network on Dec. 
4, the system connected 188 banks 
in 54 cities with aggregate bank re- 
sources of 106 billion dollars. With 
more than 27,000 miles of telegraph 
circuits, it will have an immediate 
potential capacity of over 3,000,000 
telegrams in a banking-hour month. 

Each bank in the system sees only 
its own messages and has no access 
to the messages of the others. To 
guarantee the confidential nature of 
the communications, Western Union 
operates and maintains the switch- 
ing centers entirely with its own 
employees. 

The new facilities are expected 
to broaden relationships among 
banks throughout the country and 
will encourage close cooperation: in 
transacting their business. 
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bd this opportunity 


to increase your B lanket Bond 


at reduced cost! 





Rates are now lower because — 





— specific charge for misplacement protection 
is now eliminated 

— premium for Securities Insuring Clause E 
is now based on amount of loans and 
discounts (instead of number of employees 
and locations). 


But, today’s embezzler is not reducing 
his take—often more than the bond! 
No bank can afford to be without blanket bond 
protection in amounts proportionate 
to its operations. 


You can apply your premium savings 
toward increasing your present bond and adding 
Clause E. Call our nearest agent or your 
own broker today—he’ll have one of 
our Bank Protection Specialists re-survey 
your bonding needs. 


HIMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 











100 Broadway, New York 5, N. Y. 


“*DEPENDABLE AS AMERICA‘ 
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Walter R. Bimson Offers 
Plan For Financing Small Business 
Without Government Subsidies 


A plan for financing small busi- 
ness without government aid or 
subsidy was proposed by Walter R. 
Bimson, president of the Valley Na- 
tional Bank, Phoenix, Ariz., in a 
speech before the American Life 
Convention, Chicago, Ill., recently. 

He expressed the belief that the 
provision for the insurance of loans 
to small business included in the 
Small Business Act of 1950, and the 
proposal to create a national invest- 
ment company whose function it 
would be to purchase common and 
preferred stock in business enter- 
prises, together would prove ade- 
quate to meet the needs of smal! 
business for equity and long-term 
loans. 

Mr. Bimson pointed out that the 
proposals aroused quite a bit of op- 
position only because they involve 
the use of a government agency and 
government money with which to 
get started. 

Sympathizing with the bankers, 
insurance men, and other business- 


men who oppose more government 
encroachment in the lending field, 
he challenged them as holders of 
the largest pools of investment 
funds, to establish jointly, through 
their national organizations, a com- 
mission to study means of meeting 
this problem. ‘The Small Business 
Act of 1950 offers a _ carefully 
worked-out pattern for this aid and 
might be used with private capital 
and without government help.” 

He further said that the money 
required for the initial investment 
would not be an unattainable sum 
if contributed jointly by banks and 
insurance companies. And laws per- 
mitting them to invest a small pro- 
portion of their funds in such an 
enterprise, he felt certain, could be 
obtained. : 

If such a plan were undertaken 
by banks and insurance companies, 
Mr. Bimson said that it “would ef- 
fectively block further encroach- 
ment of government in the lending 
field; it would indicate to the 4,000,- 
000 small businesses of the country 
that we, who are trustees of their 
savings, are concerned about their 
welfare; and it would give another 
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indication that free enterprise with- 
out the aid of government has the 
courage and initiative to work out 
a new formula to meet an important 
national problem.” 


Oscar Of Industry Trophies 
Awarded By Financial World 


A bronze “Oscar of Industry” 
trophy has been presented to Mills 
B. Lane, president of The Citizens 
and Southern National Bank, At- 
lanta, Ga., by Weston Smith, execu- 
tive vice president of the Financial 
World, for the best annual report 
among the country’s national banks. 

Accompanying Mr. Lane to New 
York City for the presentation at 
the annual awards banquet in the 
Grand Ballroom of the Hotel Stat- 
ler, Oct. 30, was Lewis F. Gordon, 
staff vice president, who collab- 
orated with President Lane in pre- 
paring the report. 

Commenting on the award, Mr. 
Lane stated: “Naturally we are 
gratified at our selection for this 
high honor. The greatest satisfac- 
tion is the judgment of experienced 
men that our report is formulated 
along constructive lines and conveys 
information to people about our 
bank and its operations. In every 
phase of business and human rela- 
tions free exchange of information 
is the base for real understanding. 
The other pleasing factor about the 
selection of our report is that it 
was prepared entirely by the staff 
of our bank and stvled and pro- 
duced mechanically right in At- 
lanta.” 

The jury which made the final 
selections was headed by Dr. Lewis 
H. Haney, professor of economics 
at New York University. 

More than 5,000 annual reports 
were submitted this year in the 
international competition, the tenth 
in the series of surveys, and these 
were judged in one hundred indus- 
trial classifications for the “Best-of- 
Industry” awards. In the national 
bank category the Mercantile Na- 
tional Bank of Dallas, Dallas, Tex., 
was runner-up for top honors, and 
the Merchandise National Bank of 
Chicago, Chicago, IIl., placed third. 

In the classification of savings 
banks the winner of the bronze 
Oscar was the Manhattan Savings 
Bank, New York, N. Y. Second- and 
third-place awards went to The 
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“NO ONE WOULD ACCEPT MY PERSONAL CHECK, JANE” 


“WHY DIDN'T YOU CARRY 


NATIONAL CITY BANK 
TRAVELERS CHECKS?” 


“| learned long ago that away from home, personal checks are not 
generally accepted . . . but NCB Travelers Checks are welcomed, 
just like cash!’ 
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5. . =F eal gage Ee tae. g Your bank can do a great service to your clients who are planning 
N 7 ‘noe a ry ; business or pleasure trips by selling them safe, spendable NCB 
t | Be os ite Es x , Travelers Checks. If the checks are lost or stolen, your clients get a 
e oa. pe “on refund in full. 
- | = You not only make friends when you sell NCB Travelers Checks, 
1, but at the same time you earn the entire commission, 75¢ on each 
a $100 worth sold. 
; THE NATIONAL CITY BANK OF NEW YORK 
is Fist in World Wide Banking 
y Head Office: 55 Wall Street, New York 15, N. Y. 
d 51 Overseas Branches * Correspondent Banks Everywhere 
d Member Federal Deposit Insurance Corporation 
ys ERNE CINE SESE PORE ee aT) oe eo smesiciai ——_ 
ir | a 2 yr ca ee Juvenile Thrift Given Boost his extravagances, but manages to 
. ester, N. Y., an e Brooklyn Sav- : : save sufficient money for an oc- 
‘d ings Bank, N. Y., respectively. Over Midwest Radio Program casional deposit. ' 
n The report of the Girard Trust Pie ated of the good old He learns accidentally that his 
g. | Co., Philadelphia, Pa., was judged “American habit of thrift has been iner has been accumulating a 
“A best for the trust companies in the §&!V€n a new twist by the Illinois college fund for him during the 
it competition. The award for the Bankers Association. past 13 years. Realizing the sacri- 
ff second best report in this category | Through the medium of radio the fees entailed in building up this 
‘ went to the Equitable Trust Co., association recently helped to carry fund, his attitude undergoes a sud- 
t- Wilmington, Del., and the award a thrift message to over 500,000 Gen change and he works early and 
for third best went to the First school children in the Midwest. The late to earn the money needed for 
al Security Bank of Utah, N. A., Og- message, entitled “Magic Coins,” the picycle—and carefully saves it. 
‘is den, Utah. beset broadcast over WLS, Chicago's The consummation of the plot is 
cS es aa peony weiaieenones perenne tease sus~ “accelerated by the introduction of a 
Obscure” Holidays By-Passed taining peogrem called School Time. ruse which makes a “damaged” bi- 
‘ts Regular banking hours, 8 A.M. to “Magic Coins” is the story of ycle available to Rusty at precisely 
he 2 P.M., were observed by the South Rusty Gordon, a young boy with a the amount he has saved. 
th Shore National Bank, Chicago, Ill, Paper route who finds himself sud- At the close of the dramatization 
se on Tuesday, Nov. 7, and Saturday, ‘enly with a worn-out bicycle and Joseph R. Frey, president of the pai 
“if Nov. 11. “Our first duty,” said M.R. 0 funds with which to —e * sociation gives the school children 
f- | Baty, president of the bank, “is to nan Rely sage prUaees weey the a message by transcription and in- 
< oo ca a ine in bre pec ty ate -4 proms troduces James R. Shelton, presi- 
~~ the bent: cn these Gis. We tmow Omer for a new bicycle or he dent of the American Bankers As- 
nd how irritating it must be to our Would have proved himself to be a sociation, who also has a message 
of customers to come to the bank, find 800d credit risk for a loan from wiles Ree Seem sommes pid —_ 
1. it closed with a sign hanging on the the local banker. phone “nespes” tape UNS re 
igs door, indicating that we are observ- However, following a mild lecture ©" @ Wax platter, and dubbed in at 
Ze ing some obscure holiday that no on the importance of thrift, the tne end of the broadcast. 
gs one else does. That’s why we re-__ banker gives Rusty a calendar Bank The attention of all the bankers 
nd mained open on the two days men-__in which he places the first quarter. in Illinois was called to this program 
he tioned.” Rusty is very reluctant to abandon with the suggestion that they .do 
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everything possible to have school 
children in their areas hear the 
program, and to feature it in their 


banks’ advertising a week prior to . 


the broadcast. 

This was the second program of 
this type, the first having been 
given last spring and _ entitled 
“Rusty Talks to a Banker.” 


Columbus Used Banking Services 


A recent trust advertisement fea- 
turing a letter written by Christo- 
pher Columbus to the Bank of St. 
Georges, Genoa, Italy, when setting 
sail on his last voyage in 1502, at- 
tracted a good deal of attention and 
favorable comment in Atlanta, Ga. 

Published by The First National 
Bank of Atlanta, the advertisement 
stated that the letter may have been 
meant as a trust, a will, or an 
agency contract. “At any rate,” it 
reads, “Columbus called upon the 
bank to act for him. We are im- 
pressed that Columbus, at the high 
tide of his success, was thinking of 
protection for the future...a 
mark of prudence in this wise and 
foresighted discoverer of America.” 
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Current Yields 
from 4% to over 6% 


- FRANCIS I. DUPONT & Co, 


Members 
New York Stock Exchange 


* One Wall Street, New York 5, N.Y. 


* 24 Offices from Coast to Coast 
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THIS CHECK OVERDREW YOUR ACCOUNT 





Which was against banking regulations. 


Please! do not draw checks when your 
balance is insufficient. 


We are glad to be helpful, but 
Please! do not break our rules. 


THANK YOU! 


Delaware Bank Excercises Tact 
And Discretion In Handling 
Overdrafts 


Bankers in large cities can never 
appreciate the problems that small 
country bankers have with over- 
drafts, and it is just so in Delaware. 

When a banker lives in a small 
community, he sees his customers 
everyday. He knows them, and 
when they write a check that over- 
draws the account it is probably an 
error. The customer is unquestion- 
ably good; so, the overdraft is made 

The Farmers Bank in the State of 


it Not In (Insufficient Funds) 
{_] Drawn Against Uncollected Items 
{] Endorsement Missing 
([] Endorse As Drawn 


Louisiana Bankers Aid Growth 
Of State's Livestock Industry 


Louisiana’s rapidly growing live- 
stock industry is treated in an ar- 
ticle in the October issue of the 
Louisiana Banker. The article states 
that income from livestock and live- 
stock products made up less than 
11 per cent of the state’s farm in- 
come fifteen years ago, while today 
it will be more nearly in excess of 
30 per cent. 


Representing an investment of 
more than $150,000,000, the. pres- 
ent livestock industry in Louisiana 








Delaware charges $1.00 penalty for 
each overdraft and debits it to each 
account, but it goes a step farther. 
The card shown above is pinned to 
each check that overdraws an ac- 
count. 

When a check is returned for in- 
sufficient funds, the bank finds that 
the term “Insufficient Funds” is a 
bit too harsh and for this reason 
uses the term “Deposit Not In.” 

However, due to the Delaware 
State Law the bank uses the slip 
below.—Gordon Willis, vice presi- 
dent, Farmers Bank of the State of 
Delaware, Dover, Delaware. 


Dover Office 


STATE OF DELAWARE 


([] Maker Deceased 
[-] No Account At This Office 
(_] Payment Stopped 


provides an annual income of more 
than $50,000,000. 

Aiding in this growth have been 
Louisiana bankers and businessmen 
who, the article points out, have 
been most generous in junior work 
by “giving loans on blooded live- 
stock, and, in many cases contribut- 
ing thousands of dollars for the 
purchase of good bulls and heifers to 
be offered as prizes or donated to 
communities.” 

A herd of blooded Brahmans, 
which are playing an important 
part in the Louisiana livestock in- 
dustry, is the cover subject. 
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Brooklyn Trust Co. Merged Into 
Manufacturers Trust Co. 


The Brooklyn Trust Co., Brook- 
lyn, N. Y., has merged into the 
Manufacturers Trust Co., New York, 
N. Y., it was announced recently. 

At the same time, it was an- 
nounced that the Brooklyn City 
Safe Deposit Co., all of the capital 
stock of which is owned or con- 
trolled by the Brooklyn Trust Co., 
had merged into the Manufacturers 
Safe Deposit Co. 

As provided in the agreement of 
merger, all officers and employees 
of the Brooklyn Trust Co. have 
become members of the staff of 
the Manufacturers Trust Co. 

George V. McLaughlin, formerly 
president of the Brooklyn Trust Co., 
has been appointed chairman of the 
executive committee of the Manu- 
facturers Trust Co. George A. 
Barnewall, Everett M. Clark, Frank 
H. Clark, Paul F. Ely, Alfred G. 
Ruehle, and Walter H. Sloat, all 
former officers of Brooklyn Trust, 
have been appointed vice presidents 
of Manufacturers Trust through the 
merger. 


The Bank Of Virginia Presents 
Women's Finance Forum 
“Women and Money” was the 
general topic for a women’s finance 
forum presented in Richmond, Va., 
recently by The Bank of Virginia. 
First of its kind to be held in 


Richmond, the forum was a series 


of four weekly meetings on Monday 
afternoons at 2:30 in the auditorium 
of Radio Station WRNL. The forum 
had been arranged as a public serv- 
ice “because money and money 
matters have become increasingly 
important to women, particularly 
when national crisis places addi- 
tional responsibility for money 
management upon them.” 

The forum presented four sub- 
jects, “Women and Their Invest- 
ments,” “Home Ownership, Mort- 
gages, and Real Estate,” “Life 
Insurance and Annuities,” and 
“Wills and Taxes,” which were 
chosen from a poll on preferred 
financial topics conducted through 
Richmond newspapers. 

Following topic presentation at 
each forum session there was a 
question-and-answer period. 


NABAC Membership Soars 


The National Association of Bank 
Auditors and Comptrollers has 
again broken its membership record. 
Added to the association’s roster 
have been 530 bank members, 
boosting the membership to 3,971 
member banks. 

Since the close of their year, Aug. 
31, more than 50 banks have been 
added and their membership is now 
well over 4,000. Over 72 per cent of 
this total are banks with resources 
less than $15 million; 18.3 per cent 
have resources less than $2 million; 
and 27.9 per cent of the entire 
membership are banks with more 
than $15 million. 


Chase National Announces 
Twenty-Four Advancements 
In Official Staff 


Chase National Bank of New 
York, New York, N. Y., has an- 
nounced the advancement of five 
second vice presidents to vice presi- 
dents: William C. Henchy, Worth 
Street branch; James P. Mitchell, 
West Coast district; Hamilton T. 
Slaight, public utilities department; 
Joseph M. Walsh, Rockefeller Cen- 
ter branch; and Crawford Wheeler, 
public relations director. 

Three assistant cashiers have . 
been advanced to second vice 
presidents: James Bloor, real estate 
and mortgage loan; William R. Bot- 
tenus, trust department; and Paul 
F. Clarke, public utilities. Also ap- 
pointed to second vice president 
was Kenneth E. Hill, engineer in 
the petroleum department. 

Harold French, heretofore assist- 
ant manager, has been promoted to 
manager of the Garfield branch. 


Other Appointments 

Other appointments to the official 
staff are: Cornelius D. Howland, 
Roger M. Keefe, John B. M. Place, 
and Douglas C. Murphy, assistant 
cashiers; John B. Dunlap, Jasper 
Hjelstrom, John R. Keogh, Alfred 
L. Lankenau, John S. O’Connell, 
Jack A. Peyman, and James A. Ure, 
assistant managers at the New York 
City branches; and Charles A. 
Ehren, William H. Lantz, and James 
W. Watts, assistant managers in the 
foreign department. 












December, 1950 


The STUYVESANT has been underwriting automobile 


physical damage coverages since the advent of the 
motor car! 


IT HAS BEEN long proved that the most effective 
method of writing fire, theft and collision insurance 
on financed automobiles is through an organization 

specializing in that type of business. 


vvesant :2u2%°: 


COMPANY 
AUTOMOBILE COVERAGES - 949 HAMILTON ST., ALLENTOWN, PA. 
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A4 BANK ARCHITECTS & ENGINEERS 


Bankers employ us for complete or special services including: 


@ Initial discussion and analysis of their building needs: 


@ Preliminary plans and cost estimates for eithor 
alterations or new buildings: 


@ Finished drawings and specifications for construction: 
@ Supervision of construction: 


@ Interior design, lighting, decorations, furnishings. 


We invite correspondence on any phase of the planning of bank buildings. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 


HAROLD G. TOWNSEND, who has 
served the Trust Co. of Chicago, 
Chicago, IIl., as president since 1933, 
recently joined the LaSalle National 
Bank of Chicago as vice president 
and trust officer. In taking this step, 
Mr. Townsend joins other of his 
Trust Company associates who have 
moved to LaSalle’s trust depart- 
ment during the process of liquida- 
tion of The Trust Co. of Chicago. 


Irving Trust Co., New York, N. Y.., 
has named PHILIP F. GRAY as senior 
loan officer. CARL A. MILLER, HIRAM 
A. MATHEWS, and NOLAN HARRIGAN 
have been placed in charge, respec- 
tively, of the company’s branch of- 
fices, its international banking di- 
vision, and its domestic banking 
division. 


JACK F. GLENN, a partner in Courts 
and Co., investment banking firm in 
Atlanta, Ga., has been elected as- 
sistant president and a director of 
the Citizens and Southern National 
Bank in that city. 


L. C. Van Auken 


J. F. Glenn 


Union Bank of Commerce, Cleve- 
land, Ohio, has ennounced the pro- 
motion of LEWIS C. VAN AUKEN to 
vice president. Mr. Van Auken had 
previously been an assistant vice 
president. 
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JAMES A. BARRY has been ap- 
pointed an assistant treasurer of the 
Bank of the Manhattan Co., New 
York, N. Y. 


CALVIN W. AURAND, vice president 
of Midland National Bank of Min- 
neapolis, Minneapolis, Minn., will 
succeed HERBERT L. HORTON as presi- 
dent of the Iowa-Des Moines Na- 
tional Bank, Des Moines, Iowa, 
effective Jan. 1, 1951. Mr. Horton, 
president and chief executive offi- 
cer for the past 16 years, will be 
named to the newly created post of 
chairman of the board of the bank. 


C. W. Aurand A. O. Nicholson 


A. O. NICHOLSON has been elected 
vice president of the Mercantile Na- 
tional Bank at Dallas, Dallas, Tex. 
Mr. Nicholson was previously with 
the Federal Deposit Insurance Corp., 
where he was senior bank examiner. 


Mercantile National Bank at Dal- 
las, Dallas, Tex., recently conducted 
its fifth annual series of trust forum 
discussions. The purpose of these 
sessions is to bring valuable current 
information concerning trust mat- 
ters important to the bank’s cus- 
tomers and to demonstrate the 
modern technique of sound finan- 
cial planning. 


Bank of New York and Fifth 
Avenue Bank, New York, N. Y., 
has announced the election of EARL 
G. HOLMES, previously an assistant 
vice president in the investment de- 
partment, as a vice president. The 
bank has also announced the ap- 
pointments of R. PETERS BADIE, 
CHARLES H. FRITSCHER, J. LENOX POR- 
TER, and EDWARD C. R. WHITCRAFT as 
assistant vice presidents; GERALD J. 
HENNESSEY and WARREN SPOONER as 
assistant trust officers; CLIFFORD P. 
KINGSLEY, assistant secretary; and 
JEREMIAH 3. WOLFE, assistant treas- 
urer. 


ROBERT L. GORDEN, formerly vice 
president of the Lawrence Ware- 
house Co., New York, N. Y., has 
been elected vice president of the 
Bank of America, N. T. and S. A., 
and senior lending officer at the Los 
Angeles, Calif., main office. 


LESLIE A. WOOD, 
for five years vice 
president of the 
Harris Trust and 
Savings Bank, 
Chicago, IIl., has 
been elected a 
vice president of 
the Valley Na- 

~ tional Bank, 
L A. Wood Phoenix, Ariz. 
Manufacturers Trust Co., New 
York, N. Y., has announced that 
CHARLES H. JONES, vice president, 
has, in addition to his regular duties, 
been designated as senior officer in 
the bank’s investment department. 


EDWIN C. SPANIER has been elected 
eashier at the Pullman Trust and 
Savings Bank, Chicago, Ill. Mr. 
Spanier started with the Pullman 
Bank as an office boy in 1918 and 
was elected assistant cashier in 
1944. 


Dominion Bank, Toronto, Ont., 
has announced the appointments of 
FRANK F. HULL and I. D. MACARTHUR 
as assistant general managers. E. R. 
CAMERON has been made chief 
supervisor. 


RICHARD R. WINTERS and GEORGE 
G. MAY have been named assistant 
cashiers by the Peoples First Na- 
tional Bank and Trust Co., Pitts- 
burgh, Pa. 
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LESTER A. CRAIG has been named 
assistant cashier in the FHA loan 
department of the First National 
Bank in St. Louis, St. Louis, Mo. 


ROLAND H. THULEEN and CARL E. 
TURNROSE have been named assist- 
cashiers at the First National Bank 
of Minneapolis Minneapolis, Minn. 


Marine Trust Co., Buffalo, N. Y., 
has announced the election of G. 
NORMAN BACON as assistant treas- 
urer. 


National City Bank of New York, 
New York City, has announced the 
appointment of JOSEPH H. FLEISS, JR., 
and DEWITT HORNOR as assistant 
cashiers. 


The First National Bank of At- 
lanta, Atlanta, Ga., recently in- 
ducted R. CLYDE WILLIAMS, president, 
and FREEMAN STRICKLAND, vice pres- 
ident, into freshman membership in 
the bank’s Quarter of a Century 
Club. It was in 1925 that both men 
entered the bank’s employ, Mr. Wil- 
liams as credit manager and Mr. 
Strickland as bookkeeper. 


Citizens and Southern National 
Bank, Atlanta, Ga., has announced 
the election of HERBERT J. DICKSON, 
WALTER L. JACKSON, ERNEST W. MC- 
CAIN, and GORDON R. TRULOCK as as- 
sistant cashiers, all to serve in the 
main office. 


Five changes in official titles have 
been announced by the First and 
Merchants National Bank of Rich- 
mond, Richmond, Va. JOHN D. 
WHITEHURST, JR., and T. NORMAN 
MUHLFELD have been promoted from 
assistant vice presidents to vice 
presidents. F. B. TOLSON, JR., and J. 
T. MARSTON, JR., have been made 
assistant vice presidents. Both for- 
merly were assistant cashiers. WIL- 
LIAM W. PENDLETON has been elected 
assistant cashier. 


WALTER HARTMANN, of Havana, 
Cuba, has been elected a vice presi- 
dent of the American Trust Co., 
New York City, N. Y. 


ROBERT C. PORTER, formerly asso- 
ciated with Cravath, Swaine and 
Moore, has been appointed a vice 
president, corporate trust depart- 
ment, of the Chemical Bank and 
Trust Co., New York, N. Y. 
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Chase National Bank, New York, 
N. Y., has announced the promotion 
of PATRICK J. JAMES and PAUL A. 
MC MANUS from investment officers 
to second vice presidents of the 
bank. 


First National Bank in St. Louis, 
St. Louis, Mo., plans a five million 
dollar modernization and new con- 
struction program. The building 
program, one of the largest to be 
undertal-en in downtown St. Louis 
in recent history, will include total 
remodeling of the bank’s present 
six-story building, resurfacing of its 
exterior, and the construction of a 





new five-story building. It is ex- 
pected that construction and re- 
modeling will be completed within 
three years. 


Staff members of the Guaranty 
Trust Co. of New York, New York, 
N. Y., representing an aggregate of 
more than 20,000 years of service 
with that bank, gathered recently 
in the grand ballroom of the Wal- 
dorf-Astoria for the annual dinner 
reunion of the Guaranty Quarter 
Century Club, honorary association 
of those who have served the com- 
pany 25 or more years. The club 
numbers more than a _ thousand 
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Rand M€Nally’s Christmas Club Sys- 


tems are designed to simplify saving 


. to save you sub- 


stantial window, posting, and sorting time 


. to help reduce errors to the minimum. 


You may choose any type of system — Coupon 


Books, Pass Books, Double Dating Cards — and 


select your checks, advertising and promotional material from a wide 


and colorful variety, individualized to the needs of your institution. 


For complete samples and full information, we invite you to write today. 


RAND M‘NALLY & COMPANY 
CHRISTMAS CLUB DIVISION 


536 SOUTH CLARK STREET, CHICAGO 5 - 


11) EIGHTH AVENUE, NEW YORK 11 
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THE SUNNYSIDE BRANCH of the Old National Bank of Spokane (left), Sunnyside, Wash., recently com- 
pleted by the Bank Building and Equipment Corp. of America, represents modern architecture in a 
small but progressive community. Efficient back-counter and work space arrangement (right) improve 
banking service to the public. These functional quarters were designed with ample provision for future 


expansion possibilities. 


members and has chapters abroad 
in the London, Paris, and Brussels 
offices as well as in New York. 


Guaranty Trust Co. of New York, 
New York, N. Y., has announced 
the appointment of DONALD B. 
ANTHONY as a second vice president; 
ROBERT H. BLAKE as assistant mana- 
ger, Paris office; and GERARD HAL- 
LOCK as assistant treasurer. 


The Royal Bank of Canada, Mon- 
treal, Canada, has announced the 
appointment of S. MC ALISTER as su- 
pervisor of the bank’s branches in 
Brazil. Mr. McAlister entered the 
Rio de Janeiro branch of the Royal 
Bank in 1920. 


REUBEN B. HAYS has been elected 
president of the First National 
Bank, Cincinnati, Ohio. 
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W. E. LYNAM, formerly general 
auditor of the Wells-Fargo Bank 
and Union Trust Co., San Francisco, 
Calif., has been elected vice presi- 
dent and comptroller of the institu- 
tion. 


Peoples First National Bank and 
Trust Company, Pittsburgh, Pa., has 
announced the election of J. JOSEPH 
BUTRYMOWICZ, CARL A. ERICKSON, 
JOHN W. HUTCHINS, and OTIS C. NOR- 
TON as assistant secretaries. 


ROBERT J. SIMON has been elected 
an assistant vice president of Boat- 
man’s National Bank of St. Louis, 
St. Louis, Mo. Mr. Simon was 
formerly manager of the bank’s 
consumer credit division. 


Manufacturers and Traders Trust 
Company, Buffalo, N. Y., has an- 
nounced the election of ALFONSE L. 
PULKOWSKI, HARVEY L. MERTZLUFFT, 
and RAYMOND C. OVER as assistant 
vice presidents. 


Fidelity-Philadelphia Trust Com- 
pany, Philadelphia, Pa., has an- 
nounced the election of HOWARD C. 
PETERSEN, formerly executive vice 
president, as president of the bank. 


CARL C. GREGORY has been elected 
assistant vice president of the Mer- 
cantile National Bank at Dallas, 
Tex. Formerly with the Dallas 
Union Trust Company, he has been 
engaged recently in business in Los 
Angeles, Calif. 


| FPRA In The News | 


Edwin Bird Wilson, chairman of 
Edwin Bird Wilson, Inc., New York, 
N. Y., and dean of financial ad- 
vertising men, was elected an hon- 
orary life member of the Financial 
Public Relations Association during 
the FPRA’s convention in Boston, 
Mass. He is the fourth honorary 
member to be elected and the first 
elected while still active in the 
financial advertising field. 


* * * 


John L. Chapman, vice president, 
City National Bank and Trust Co., 
Chicago, Ill., was elected chairman 
cf the board of managers of the 
School of Financial Public Rela- 
tions, at its recent meeting in 
Boston, Mass. Elected members of 
the board of managers were Philip 
K. Barker, president, Bankers De- 
velopment Corp., New York, N. Y.; 
Swayne P. Goodenough, vice presi- 
dent, Lincoln Rochester Trust Co., 
Rochester, N. Y.; Robert Lindquist, 
vice president, LaSalle National 
Bank, Chicago, Ill.; and Robert W. 
Sparks, first vice president, Bowery 
Savings Bank, New York, N. Y. 


* * * 


The 36th annual convention of the 
Financial Public Relations Associa- 
tion will be held at the Hollywood 
Beach Hotel, ‘Hollywood, Fla., on 
Nov. 26, 27, 28, and 29, 1951. 
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“I believe every 


company should...” 


MR. CLARENCE FRANCIS 


Chairman of the Board, General Foods Corporation 


“TI believe every company should conduct a person to person 
canvass right now, for the best way to promote the sale of 
U. S. Savings Bonds is to put an application card into each 
employee’s hand and allow him to reack his own decision.” 


As one of America’s top executive salesmen, Mr. Clarence the Payroll Savings Plan. Your State Director, U.S. 
Francis knows that you sell more when you “ask the man Treasury Department, Savings Bonds Division, will 
to buy.” Naturally, that means a person to person canvass furnish you, free of charge, all the promotional mate- 
of all your employees, but it is not as difficult as it may rial you can use. 


sound. In fact, it is very simple: Be sure that every man and woman on the payroll 


Tell your employees personally —or over your signa- is given a U. S. Savings Bond Application Form. 
ture—why the automatic purchase of Savings Bonds 
through the Payroll Savings Plan is good for ther 
and their country. 


Thousands of companies, large and small, have just com- 
pleted or are now conducting person to person canvasses. 
Their reports are a challenge to every company that does 

. . j Savi ...90% em ee ici- 
Designate your Number One Man to organize the not have a Payrel ving» tun batts Po ployee partici 
Pee: EE “ pation . . . 60% employee participation—some of them 
canvass and keep it moving. 


have gone over 80%. 
Enlist the aid of employee organizations —they will 


; All the help you need to conduct your person to person 
be glad to cooperate with you. : 


canvass is available from your State Director, U. S. 
With posters, leaflets, and payroll envelope enclo- Treasury Department, Savings Bonds Division. Get in 
sures remind your employees of the many benefits of touch with him. 


The U. S. Government does not pay for this advertising. The Treasury Depart- 
ment thanks, for their patriotic donation, the G. M. Basford Company and 
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Answers To Bankers 
Monthly Quiz No. 89 


No. The check must be charged 
to the drawer’s account at the 
time of certification, and the neces- 
sary funds set aside for its payment. 
c. This compares with $254 bil- 
lion in the final quarter of 1949. 
b. The rate was recently in- 
creased from 1% per cent to 
1% per cent “in order to discourage 
borrowing by member banks of ad- 
ditional reserves to support further 
credit expansion.” 
4] Transit operations. 


Yes, it has been held by the 
courts that they are. 
6 | (1) If there is too large an 
amount on hand, the additional 
insurance premiums covering its 
protection against loss may run into 
a sizable sum. (2) A member bank 
of the Federal Reserve System is re- 
quired to carry its entire legal 
reserve in the form of a collected 
balance with the Federal Reserve 
bank of its district. Therefore, the 
money which member banks have 
on hand cannot be counted as legal 
reserve. 


fd >. 


San Francisco, Denver, and 
Philadelphia. 
fg) c. (Business Week, Nov. 4,1950). 


The straight list, a list of the 
amounts of the checks and their 
sum total which is presented by the 
bank’s messenger upon arrival at 
the clearing house each morning. 
a. This is a correction of the 
answer given to question No. 
15 in Quiz No. 88. 
T. The Monthly Letter of the 
Nationa] City Bank for Novem- 


ber points out that our imports for 
that month set an all-time record 


of $819 million, almost 50 per cent 


above the 1949 average. “Even more 
noteworthy, for the first month in 
thirteen years we imported more 
than we exported, counting in our 
exports not only what we sold but 
what we gave away. Only in three 

rs in the past seventy-five have 
we had an excess of imports.” 


F. There is one exception. The 

maximum maturity on home 
improvement credits remains at 30 
months. 


T. The amount was lowered by 
the amendment from $100 to 
$50. 


F. Two dates, June 30 and De- 
cember 31, have become some- 
what traditional. Others used con- 
tain a calculated element of surprise 
in order to minimize opportunity 
for “window-fixing.” 
F. The clearing process may be 
applied to claims other than 
checks and is used extensively in 
many lines of business. 


F. Formerly this was the case, 

but this practice is uncommon 
today. Settlement may be made 
through a clearing house settlement 
account maintained with one of the 
local banks; by drafts drawn on ac- 
counts maintained with banks in 
some large nearby center; or by 
drafts drawn on the Federal Re- 
serve bank or branch of the district. 


F. Deposits of corporations are 
classified as “individual depos- 
its.’ Public funds are deposits 
owned by the government of the 
United States or a state, city, coun- 
ty, or other political subdivision. 
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CALENDAR OF EVENTS 


AMERICAN BANKERS ASSOCIATION 


Dec. 14-16—A.B.A. Third National Credit Conference, La Salle Hotel, Chicago, Ill. 


1951 


Feb. 5- 7—32nd Annual Mid-Winter Trust Conference, The Waldorf-Astoria, New York 
City. 

March 5- 6—Annual Savings And Mortgage Conference, Statler Hotel, New York City. 

March 12-14—wNational Instalment Credit Conference, La Salle Hotel, Chicago, Illinois. 

June 4- 8—49th Annual National Convention, American Institute of Banking, William 


Sept. 30- Penn Hotel, Pittsburgh, Pa. 


Oct. 3—77th Annual Convention, The Stevens, Chicago, Illinois. 


OTHER ORGANIZATIONS 
1951 


Feb. 8—Illinois Bankers Association, Mid-Winter Conference, Hotel Sherman, Chicago. 
June 12-14—Ililinois Bankers Association, 60th Convention, Hotel Jefferson, St. Louis. 
Nov. 26-29—Financial Public Relations Association, 36th Convention, Hollywood Beach 


Hotel, Hollywood, Florida, 





Index To Advertisers 


A 
Acme Bulletin Co... .cccccsccccees 44 
Aetna Casualty & Surety Co........ 24 
Allen Wales Adding Machine Corp. 
pidév ds tababaes ek eneee Back Cover 
Allison Coupon Co..........-+545- 45 
American Express Co.............++ 11 
American Surety Group ........... 47 
Axe Securities Corp...........+--- 34 
B 
Bank Building & Equipment Corp. 
PUTT TTT eT ee 3rd Cover 
Baker & Co., J. Worth............. 44 
Bankers Trust Co., New York....... 1 
Bauder-Baker, Inc. ........-2.+-++ 44 
Burroughs Adding Machine Co. 
Pe rer ere eee 2-3 and 33 
Cc 
Chase National Bank, New York.... 6 
Continental Illinois Nat. Bank & Trust 
Cag GONE 6.8 Soh cet he ccc deces 19 
D 
Dayton Art Bronze Corp............ 45 
DeLuxe Check Printers, Inc......... 39 
Dilley, Martin & Hess, Inc.......... 54 
Gowsey Ga, Gr Give sasscccsces cae 43 
DuPont & Co., Francis |............ 50 
F 
Ferguson, Inc., Harry.........-.-++. 23 
Fidelity & Deposit Co. of Md........ 48 
First National Bank of Chicago..... 9 
G 
General Binding Corp............. 43 
H 
Hammermill Paper Co............. 31 
Home Insurance Co............... 13 
Hush-A-Phone Corp. .............- 44 


1 
Insurance Company of North 
PMONER. oc ccccccccceecesecess 37 
International Harvester Co......... 21 
L 
La Monte & Son, George. .. .2nd Cover 


M 
Miller Engraving Co............+.. 44 
Monroe Calculating Machine Co.....15 
N 
N.A.D. Used Car Guide Co......... 35 
National City Bank, New York... ... 49 
Newman Brothers, Inc............. 38 
P 
Philadelphia National Bank........ 27 
Pitney-Bowes, Inc........ 25, 39 and 42 
R 
Recordak Corp.......... . .28 and 29 
Remington Rand Inc........ 40 and 41 
Ss 
Standard Paper Goods Mfg. Co.....44 
Stuyvesant Insurance Co........... 51 
' 
Tilghman Moyer Co.............-- 52 
U 
U. S. Fidelity & Guaranty Co........ 17 
U.S. Teemewty DaPhis . ccceccicccss 55 
v 
‘ 
Valley National Bank, Phoenix..... 46 


BANKERS MONTHLY 


“We questioned 14 banks concerning the 
Bank Building and Equipment Corporation’s 
ability. In every case the reply was satisfactory, 
the comments favorable. During the entire con- 
struction period, the Company’s representatives 
were most cooperative. They willingly accepted 
and carried out our suggestions without objec- 
tion, and in some instances without additional 
cost to us. Their policy of using local labor, instead 
of taking outside bids at a lower cost, indeed cost 
them many hundreds of dollars. But they knew 
the importance of good will to us, and co-operated 
more than 100%. We have been highly pleased 
with our transactions with this firm.” 


OFFICES IN NEW YORK * SAN FRANCISCO * ATLANTA ® ST. LOUIS 


CHARLES L. WRIGHT, presivent 


UNION NATIONAL BANK OF PASADENA, PASADENA, CALIFORNIA 


CAPITAL FUNDS: $844,000 RESOURCES: $13,235,000 


Serving the American banking profession for over 38 years 
with unquestioned integrity and responsibility 
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Equipmeit Corporeition 


NINTH & SIDNEY STS. ST. LOUIS 4, MO., U.S.A. 
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WE STRIVE TO BUILD THE WORLD'S 
BEST ADDING MACHINES 
AND OUR USERS BELIEVE WE DO. 


DEALER FRANCHISE AVAILABLE IN CITIES 
WHERE WE ARE NOT AT PRESENT REPRESENTED 


ALLEN @ WALES 


_ ALLEN ‘WALES enc. MACHINE DIVISION 
OF 
THE NATIONAL CASH REGISTER COMPANY 
, [ee MADISON. AVENUE 
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